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Northwestern Nat’l 
Says Union Members 
Foment Trouble 


Tells Its Agents Companies With 
Ulterior Aims Are Trying to 
Twist Agency Confidence 


JAMES ISSUES STATEMENT 


President Attacks Critics of Ex- 
piration Methods and Pledges 
Loyalty to His Agents 


President Alfred F. James, of the North- 
western National of Milwaukee, head of 
the company which has been named by 
certain other companies and members of 
the National Association of Insurance 
Agents as “continuously violating” Ameri- 
can agency principles by not adhering to 
the principle of agents’ ownership of 
expirations, has replied frankly and with- 
out equivocation to his critics. In a letter 
addressed to the agency force of the North- 
western National Mr. James denounces 
attacks on the company as “unwarranted,” 
“malicious” and “despicable,” and accuses 
certain Union companies of attempting to 
prejudice sentiment against the Milwaukee 
company. He defends the action of his 
company, stating it has for fifty years up- 
held the American Agency System and not 
transferred expirations unless forced to do 
so by the alleged unfair actions of other 
companies. Following is the complete text 
of the letter sent out by Mr. James to the 
agents: 

Only because of repeated reports of 
unwarranted statements, malicious or 
careless, pertaining to the attitude of 
this company toward the expirations of 
its outstanding policy contracts, we take 
this means to remind our agents that 
both its practice of more than fifty years 
and also its business principles, firmly 
embedded in fair dealing, should con- 
stitute a sufficient guarantee of loyal 
protection to them. The contemptible 
effort to “twist” or deflect agency con- 
fidence and patronage by instilling the 
poison of prejudice based on under- 
handed lies, insinuations and other un- 
fair practices will, we think, be resented 


by all fair-minded agents who believe in 
a “square deal.” 


Supports American Agency System 


We cannot believe that such despic- 
able methods will receive support. Loyal- 
ity and fair dealing begets the same in 
return and the record of this office is 
an open book which can be plainly read. 
It has ever supported and fought 
Strenuously for the integrity of the 
American agency system and the pro- 
tection of the sovereign rights of its 
representatives. Its every precept and 
action is based upon mutual respect and 
confidence in the agency relation and it 
has no apologies to offer for its past or 
existing practice. 

Those who have recklessly stated that 


(Continued on page 22) 
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PHOENIX 


of London 


100 William Street, New York 


A corporation which has stood the test of 


! 142 years of successful business opera- 
World-wide interests. Absolute «ecur- 
Excellent service and facilities. 


PHOENIX 


Indemnity Company 


| Assurance Company, Ltd., 
| 


75 Maiden Lane, New York 
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EQUITABLE LIFE OF IOWA 


Now Occupies Its 


New 18-Story 
Home Office Building 





in Des Moines 


ers, agents and friends. 


With increased facilities, it is now 
better prepared than ever before 
to render service to its policyhold- 
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Penn Mutual Conventions 


At our Eastern Regional Convention in September there were twenty- 
four Field speakers, and only five Home Office. They touched almost 
every phase of salesmanship,—prospect-gathering, income plans, mail plans, 


inheritance tax coverage, etc. 


manship. 


This form of Convention is but one evidence of the modern method 
of instructional co-operation between our Home Office and Field. 


We have places for men and women who believe that constant life insur- 


s necessary as constant industry. 


The Penn Mutual Life Insurance Company 


Philadelphia, Pa. 
Organised 1847 


Star salesmen 
In brief, there was a comprehensive and inten- 
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Suit Over Funeral 
Charges Rouses 
Company Offices 


What They Think of Assignment 
of $8,000 Chester Insurance 


Proceeds 


WHY PRACTICE IS WRONG 





Burial a Change Against Estate; 
How Agent Can Check 
Waste of Money 


The legal action brought «against 


Frank EK. Campbell—The Funeral 
Church, Inc. by Mrs. Lillian Chester, 
widow of George Randolph Chester, the 
author who died early this year, to 
recover $6,543 of the $8,000 life insur 
ance proceeds which she had assigned 
to the Campbell concern, has caused 
renewed discussion in life offices of the 
dissipation of insurance proceeds for 
lavish funerals. All companies are in- 
terested in having policy proceeds used 
for the purposes for which the insur- 
ance was taken out and not diverted to 
wasteful uses, but they are in a_ help- 
less position, are merely parties to a 
contract and when an undertaking con- 
cern presents an assignment of the pro- 
ceeds of a policy the company has no 
alternative but to pay the proceeds to 
the undertaker. 

Discussion of the Chester case may 
result in some definite steps to check 
the use of insurance money for extra- 
vagant funerals or the gouging of un 
sophisticated beneficiaries. A few execu 
tives at least have some definite ideas 
on the subject. One method sugeested 


is to have the agent who writes the in- 
surance raise the question of funeral 
costs and have the insured name a fixed 
maximum in a “clean-up” policy written 
to cover his last expenses. The modern 


orogram idea in life insurance will make 
this easy as the funeral expenses and 
doctor’s bills are so tabulated in the 
program. The life insurance trust plan 
too will help as the cost of the funeral 
may be included in the trust agreement 


Should Be Paid From Estate 


One of the most important phases of 


this subject is not understood by bene 
ficiaries and waste of proceeds result 
his is that reasonable burial expenses 
are a charge against the estate of the 
deceased and should be paid out of the 
estate Relatives who are unaware of 
this often incur heavy funeral expense 
which they pay out of the proceeds of 
life insurance’ policies, leaving the 
estate clear to be used up often by 
debts. Proceeds of life insurance to 
named beneficiaries are exempt from 
such debts 


The complaint filed by Saul S. Myers, 
New York lawyer, on behalf of Mrs 
Lillian Chester charges that on February 

‘Continued on page 8) 
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Like a Breakwater in a Storm 


Just a breakwater—just a wall of rock stretch- 
ing part way across the harbor mouth. 


The stormy, treacherous ocean in foam-flecked 
fury beats its thunderous, booming blows against 
the barrier, but beyond in the lee the frailest of 
craft may lie safely at anchor in placid, calm un- 
rippled waters. 


Just three life insurance policies—‘“bonds” that 
had matured because death had called the holder. 
But what a difference they made to the family 
they were bought to shelter. 


Against them surged the unceasing demands 
for clothing, food, roof and comforts. But this 
wall of insurance was skillfully planned to meet 
these needs. It was built on the rock foundation 
of The Travelers. In its shelter the little family 
was as safe as a ship in a snug harbor. 


Death had struck at an inopportune moment. 
The mortgage on the recently purchased home 


Travelers agents are insurance architects. 


Tue Trave.Lers INSURANCE ComPANY 


HARTFORD 


T H E 





- BUTLER, PRESIDENT 


remained unpaid. The family strong-box con- 
tained few securities; the savings bank but a 
small balance. It takes time to save money— 
and time in this case had not been granted. As 
for the money to fulfill the carefully laid plans for 
the children’s higher education—now it never 
could be earned. 


But great is the power of life insurance. From 
out of the great resources of The Travelers came 
the money to pay off the mortgage—thus banish- 
ing the insistent collector from the door. The 
Travelers is paying a comfortable income to the 
mother and children, and will continue to do so 
for years to come—an income that is greater than 
the interest vield of many years’ savings. The 
Travelers is holding at interest the funds for the 
children’s education against the day when they 
will need it. It has made the little home a har- 
bor of security where the family can safely ride 
at anchor until the children are old enough to 
venture out on the great wide ocean of life. 


Breakwaters of security are their specialties. 


Tue TRAVELERS INDEMNITY CoMPANY 
CONNECTICUT 


TRAVELERS 


ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY 
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What Reliance Life 
Has Done In 21 Years 


GROWTH CALLED UNEQUALED 


Arthur L. J. Smith of “The Spectator” 
In Letter to Vice-President Scott 
Reviews Development 


The slogan of the Reliance Life of 
Pittsburgh is “Perfect Protection.” The 
rapid rise to a place of prominence in 
the ranks of companies whose activities 
have covered nearly a quarter of a cen- 
tury or less has been the result of con- 


stantly hammering home through its 
agency force “Perfect Protection.” No 
better illustration of the actual achieve- 
ments of the Reliance Life could pos- 


sibly be presented that the subjoined 





MRS. I. G. MecCORMACK 
E.G. McCORMACK 
MRS. TOM McCORMACK 


communication addressed to H. G. Scott, 
vice-president and secretary of the com- 
pany from Arthur L. J. Smith, president 
of the Spectator Company, publishers of 
“The Spectator” and numerous valu- 
able works devoted to insurance. 

This letter was written by Mr. Smith 
expressing regrets because of his in- 
ability to attend the recent agency meet- 
ings of the Reliance Life, to which he 
had been invited. The letter reads in 
part: 

How Reliance Has Grown 

“During the past 21 years, I have been 
much interested in following the suc- 
cessful course of the Reliance Life In- 
surance Company under the capable 
management of Judge Reed and your- 
self. In scanning data showing the com- 
pany’s rapid and satisfactory progress, 
one is impressed by the consistent and 
large gains made by the company from 
year to year in all the salient features of 
its statement, and also by its constantly 
advancing rank among all the regular 
life companies writing ordinary life in- 
surance. 

“Starting business in May, 1903, the 
company had more than $10,000,000 of 
risks in force at the end of 1906; it 


crossed the $20,000,000 mark in 1910; 
the $30,000,000 mark in 1911; the $50,- 
000,000 mark in 1914; the $100,000,000 
mark in 1918; the $200,000,000 mark in 
1921, and the $255,000,000 mark in 1923. 
Its resources steadily climbed from about 
$2,000,000 at its inception, until at the 
beginning of 1924 they exceeded $26,- 
000,000, while its surplus to policyholders 
on that date was more than $2,500,000. 
“Beginning at the foot of the list in 
1903, as regards insurance in force, the 
company advanced until it was forty- 
sixth among over two hundred com- 
panies in 1911, and five years later it 
had passed fifteen more companies and 
was ranked as number thirty-one among 
207. companies, although at the same 
time it ranked sixty-first as to age. 
Steady progress, both by itself consid- 
ered, and also as compared with other 
companies, carried the Reliance Life to 
the twenty-fifth place in a field of 242 
regular American life insurance com- 
panies not transacting industrial insur- 
ance, at the beginning of 1924, its life 
insurance in force having advanced in 
1923 10 per cent. and amounting to, by 
last annual statement, $255,869,686. At 





E. J. SCHELLENTRAGER 
MRS. SCHELLENTRAGER 


the same time, the company’s rank in 
premium income was number twenty- 
five, and in new business written it 
was number twenty-four among. all 
American life insurance companies ex- 
cept industrial companies. 

“These figures undoubtedly indicate 
accomplishments not equalled in the 
same time, by any other life insurance 
company, and this amazing record, was 
made solely by means of business writ- 
ten by the company’s agents, the Re- 
liance Life never having absorbed or 
consolidated with or reinsured the out- 
standing risks of any other insurance 
company. 

“The Reliance Life, by also writing 
health and accident insurance, gives its 
agents the facilities to satisfy the needs 
of clients for complete personal pro- 
tection. 

“The agents of your company have 
no need to approach prospects with 
apologies, as they must possess the ut- 





Reliance Life Men 
at White Sulphur 


TO INCREASE DIVIDEND SCALE 
Eastern Representatives Hear Talks by 
Executives; Large Percentage of 
Agents Qualify 





There will be a new dividend scale in 
force in the Reliance Life of Pittsburgh 
next year. This information was given 
to the representatives of that company 
attending its eastern division convention 
at “The Greenbrier,” White Sulphur 
Springs, W. Va., last week, by J. N. 
Jamison, assistant secretary and actuary, 
during his informal talk to the dele- 
gates. 

The three sectional conventions of 
field menu and women of the Reliance 
Both the 


management and the field representa- 


Life have been a big success. 


tives express themselves as being highly 
pleased with the results obtained It 
is likely, however, that instcad of three 











MISS LOUISE ALEXANDER 


MRS. DAISY V. KAL 


meetings next year there will be only 
ene, a jeint meeting of the eastern and 
western divisions, and it will probably 


be held at Colorado Sprtivzs, Colo. 


One Meeting Next Year 
These meetings were plamned to per 
mit of getting better acquainted, the 
home office with the field, and provid- 


ing for a discussion of company policies 


and production problems. It was thought 


that sectional meetings would do this 
better than one big meeting, but it has 
been found that the amount of work in 


most confidence that your company’s 
policies offer protection of first quality. 
Your field force, therefore, have the 
greatest justification in proudly repre- 
senting the Reliance Life and con- 
scientiously assuring the public neediing 
insurance, that they have the best pro- 
tection to offer to those who are will- 
ing to buy policies. 


cluded to arranging three meetings is a 
serious tax on the strength and time of 
those on whose shoulders the burden 
fails, and as the problems coming before 
the meetings are much the same in all 
fields less energy and a smaller amount 
of time will need be expenced in arrang- 
ing one meeting. 

Attending the eastern division meet- 
ing were E. G. McCormack, general 
manager; Dr. O. M. Eakins, medical di- 
rector; W. J. Snodgrass, assistant treas- 
urer; J. N. Jamison, assistant secretary 
and actuary; L. P. Gregory, assistant 
secretary; W. L. Wilhoite, superintend- 
ent of agencies, eastern division; Angus 
Allmond, superintendent of agencies, 
western division; and J. H. Layton, 
auditor of agency accounts; C. A. Rich- 
ardson, auditor; and Charles Suchma, 
secretary to General Manager McCor- 
mack, of the Reliance official family. 





F. TRAMMELL W. L. WILHOITE 


MRS. TRAMMELL 


Keen regret was felt because H. G 
Scott. 


universally accredited in Reliance Life 


vice-president and secretary, and 


family circles as the one person more 
than anybody else responsible for the 
present splendid standing of the com- 
Telegrams ex- 
pressing this regret were sent to Mr. 
Scott and, to Judge Reed, president of 
the Reliance Life. 


pany, was not present. 


The sessions of the meeting continued 
over three days, and were presided over 
in the main by W. L. Wilhoite, super- 
intendent of agencies of the eastern di- 
vision, and informal addresses were made 
by the various officers attending. 

Who Were There 

Aside from the following supervisors, 
N. S. Tomlinson, Alabama department; 
J. A. Darby, Jr., Georgia department; 
P. B. Weaver, eastern Pennsylvania de 
partment; T. B. E. Spencer, south- 
eastern department; H. H. Hutton, West 
Virginia department; H. T. Burnett, 
western Pennsylvania department, and 
J. H. Klinger, field supervisor of that 
territory, there were present more than 
150 agents and their wives. 

Among the leading producers of the 
meeting 


Reliance Life attending the 


were E. J. Schellentrager and Wilson 
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Slick, from the western Pennsylvania 
department; S. L. Lowry, Florida depart 
ment; F. J. Niver, Florida department; 
\. Johnson, eastern Pennsylvania de 
I. J. Trammell, West Virginia 
department; N. C. White, southeastern 


partment, 


department; and P. F. Sheedy, western 


Pennsylvania department 





DR. O. M 


KAKINS 


Two women agents qualified for the 
convention, one, Mrs. Daisy V. Kal, 
Florida department, and the other, Miss 
iouise Alexander, southeastern depart 
ment Mrs. Kal writes both men and 
women, more of the former than the 
latter, while Miss Alexander up to this 
time confines her writings to women. 

Field Organizers W. B. Daniels, of the 
Virginia department, and W. W. Britt, 
of the Seaboard and Tidewater terri- 
tory, were present. 

At the opening session of the meet 
ing General Manager McCormack paid 
high compliments to the members of 
the Reliance Life family before him 
Killed with emotion he related the fine 
family spirit which dominated the or 
ganization from the top to the bottom, 
emphasizing his conviction that no com 
pany family possessed a finer lot of 
men and women (from the writer’s ob 
servation after visiting with them for 
four days Mr. MeCormack’s conclusions 
are a just appraisal of the human ma 
chinery generating the energy which 
is propelling the Reliance Life—frankly, 
they were good to look at and elevat 
ing to be with). 


McCormack Reviews Growth 


General Manager McCormack _ told 
briefly of the formation of the Reliance 
Life. He stated that the management 
had made some mistakes of a perfectly 
natural kind in working out the plan 
and policies which were to make a 
great institution of it. He told of the 
untiring work of H. G. Scott, W. J. 
Snodgrass, J. H. Jamison, Dr. O. M. 
Eakins, and others in the family circle 
selected to put “Perfect Protection” 
across, 
“W. L. Wilhoite and Angus Allmond, 
superintendents of agencies—picked men 
deserve more credit for the present 
condition in the agency field of the 
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Reliance Life than any one else, Mr. 
McCormack told the convention. He 
went on to say that L. P. Gregory came 
into the Reliance family to make perfect 
the company’s “Perfect Protection Pol- 
icy,’ and that he had done just that 
throngh the addition of accident and 
health provisions to Reliance policies. 
The responsibility of the agents to 
the community in which they live and 
work was called to the attention of the 
delegates by Mr. McCormack. Condi- 
tions on every hand point out the 
measure with which they give of the 
service it is their great privilege to carry 
to the insuring public. Wherever the 
mercury in the barometor  stands- 
whether it is high—medium—or low 
tells the story of the agents’ activities. 


Sixty-two Per Cent. Qualified 


It is noteworthy, continued Mr. Me- 
Cormack, that 62 per cent. of the agency 


force of the Reliance qualified for one 
of the three regional conventions held 
this year. 


DR. ANDREW JOHNSON 


Dr. O. M. Eakins was introduced to 
the convention, and he read a telegram 
from H. G. Scott, expressing regret that 
he could not be present. Dr. Eakins 
also read the letter of Arthur L. J. 
Smith, president of the Spectator Com 
pany, of New York, referred to in an 
other column of this paper. Later on in 
the proceedings Dr. Eakins, in a short 
talk, told of the company’s experience 
with regard to declinations and sub- 
standard business as compared with 
other companies. The results were en 
thusiastically received by the delegates. 

Others introduced to the convention 


and who spoke were S. L. Lowry, Tampa, 


Fla., who has been with the Reliance 
twenty years and who has more than 
$15,000,000 of business in force in his 
agency; KE. M. Pearce, Atlanta, Ga., 
more than eighteen years with the com- 
pany; Angus Allmond, superintendent 
of agencies, western division, who ex- 
pressed his pride in the Reliance as 
furnishing insurance “for Dad.” 

J. E. Gilbreath, Chattanooga, Tenn., 
spoke briefly, as did R. J. Alfriend, Nor- 
folk, Va., who had no camplaints to reg- 
ister against the company he represented 





in any way. W. W. Britt, organizer of 
Washington, D. C., told of his work and 
satisfaction with the company and treat- 
ment. 

R. R. Whitacre, Martinsburg, W. Va., 
until recently a shoe salesman, in his 
maiden speech told of his satisfaction 
with the business and how he had qual- 
ified in a short service with the company 
for the convention. 

Harry H. Hutton, supervisor, Hunting- 
ton, W. Va., reminded the delegates 
that they must have patience, be willing 
to serve both long and arduously, that 
the young men should not be over- 
anxious. He advocated for a system 
which would save the young agents to 
the business. 

H. T. Burnett, supervisor, western 
Pennsylvania, which territory is leading 
the van of Reliance Life departments 
told of steps being taken to keep that 
department in the front. “Theie is no 
notion in our department of dipping our 
colors to any other territory.” said Mr. 


Surnett. “The indorsement of the ke- 





ANGUS ALLMOND 
liance Life at home furnishes fine food 
for the agents in outside territories and 
we propose to see that you away from 
the home office field are given plenty 
ot helpful food.” 

P. F. Sheedy, Pitsburgh, with the com 
pany more than thirteen years, is a hap 
py individual who has become independ 
ent imaking others happy. He has more 
than 3,000 policyholders in his policy 
record book. He talked on. getting 
prosvc cts. 

Wilson Slick, Johnstown, Pa., fourteen 
months with Reliance and one of its 
leading producers, believes in closing 
completely by getting settlement with 
application. 

H. M. Krebs, Altoona, Pa., 


somest man in the Reliance Life agency 


the hand- 


ranks, recently a benedict, qualined in 
six months for the convention. He 
qualified double, for he brought his 
blushing bride with him: 

Sam: C. 


long for the Reliance Life, being more 


Hunt, Florence, Ala., who is 


than six feet three inches tall, ‘as five 


nien in his agency and all qualifted for 


the convention, 


G. G. Lamar, Alabama; F. J. Niver, 
Daytona, Fla.; D. A. 
Fla.; J. E. Dunaway, Jr., La Grange, 
Ga.; F. W. Dubose, Birmingham, Ala.; 
N. L. Garner, High Poimt, N. C.; and 
J. H. Layton, Pittsburgh, spoke briefly 
when introduced. 


W. H. Lacy, Halifax, Va., made the 


Avant, Quincy, 





R OR. WHITACRE 


shortest speech of the convention. He 
arose when 
“hello’—"thank you"’—and sat down. 
W. T. Snyder, Hagerstown, Md. a re 
cent addition to the agency staff of the 


introduced—blushed—said 


Reliance, in a strange town two months. 
First month wrote no applications, made 
friends, Second month made more 
friends and at the same time wrote 27 
applications 

Dr. Andrew Johnson, Philadelphia and 
Scranton, Pa., who believes in endow 
ments, is an “Insurance Evangelist.” He 
preaches insurance protection. Ninety- 
nine per cent. of the folks he sells never 
heard of.the Reliance Life. He ad- 
vocates wide publicity for the company. 
Says agents don’t work for companies. 
hey are in business for themselves and 
their policyholders. He wrote 43 appli- 
cations in one month and nine days 
He closed all business on the first inter- 
view. 

N. C. White, Charlotte, N. C., 1s a 
strong advocate for the addition of 
women to the agency ranks. One of 
the two women qualifying for this con 


vention (Miss Alexander) is in his 
agency. 
T. B. E. Spencer, supervisor, South- 


castern department; J. E. Odum, At- 
lanta, Ga.;,J. A. Darby, Atlanta, Ga.; 
L. L. Davis, Florida; W. L. Phipps, Pitts- 
burgh, 16 years with company, and Al- 
bert Snedeker, Wheeling, W. Va. spoke. 

One of the most interesting men in 
the Reliance Life ranks is found in the 
person of Bunn Hearn, Wilson, N. C. He 
is a baseball pitcher and he sold Arthur 
Nehf, New York Giant pitcher a $10,000 
policy. He told the representative of 
The Eastern Underwriter that when the 
day comes for his salary whip to lay 
down he will have a bigger and better 
proposition worked out with the Re- 
liance Life. 
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Reliance Meeting 


JUST A BIG FAMILY AFFAIR 


Superintendent of Agencies Wilhoite 
Presides; General Manager McCor- 


mack Closes Agents Event 


The banquet tendered the Reliance 
Life producers at the “Greenbrier” on 
Tuesday evening of last week was a 
very happy affair, As in the other ses- 
sions of the convention Superintendent 
of Agencies W. Bo. 


chairman. 


Wilhoite acted as 
There was much singing of 
popular songs which were led by Mrs. 
H. T. Burnett, wife of the popular sup- 
ervisor of the Western Pennsylvania 
field. Mrs. Burnett had acted in a like 
capacity during the other sessions of 
the convention and she made a good 
job of it too, 

The delegates were presented with 
leather memo wallets as souvenirs of 
the ‘occasion by the company. Follow- 
ing the diner informal addresses were 
made by Dr. Andrew Johnson; H. T. 
Burnett; L. P. Gregory and General 
Manager KE. G. McCormack. 

Dr. Johnson talked in fine after-din 
ner vein, having the delegates in a roar 


of laughter all the time. Each point had 





a most serious head and a humorous 
tail. He is a chautauqua speaker when 
he is not writing life insurance. 

Mr. Burnett heaved a few more chunks 
of production wisdom into his auditors 


when serving notice to the entire field 





W.T. SNYDER MRS. SNYDER 


that if they hoped to get out in front 
of the Western Pennsylvania department 


it would be necessary for them to get 


up early in the morning, travel fast and 
be able to stand up over a long route. 

Mr. Gregory paid high compliments 
to the. ladies present and then told of 
the personnel of the accident and health 
department and their activities at the 
home office to give the field men the 
best possible material to sell and aids 
to sell it. 

Mr. McComack brought the banquet 
to a close with one of the most touch- 
ing talks of the meeting. It was a real 
family talk, near to the heart. He 
touched on one of the Reliance family 
who had “gone west” and filled with 
emotion he went on to tell of the family 
interest he and his associate officers 
had the representatives of the Reliance. 
It was a fitting climax to a splendid 
meeting and will long be remembered 


by those present. 


Drops Dead on Golf Course at 

American Life Convention Meet 

C. A. Goodale, vice-president of the 
Bankers Life of Chicago, dropped head 
on the golf course at New Orleans while 
playing in the tournament of the Amer 
ican Life Convention which is holding 
its annual meeting in that city. 


SOUTH AFRICAN INSURANCE 

An interesting article on life insurance 
in South Africa was printed in the cur 
rent issue of “The Review” of London. 
It includes a discussion of the new insur 
ance act. 





WRITES TO POLICYHOLDERS 


Provident Mutual Sends Out Letter to 
11,000 Which Produces Large Num- 
ber of Prospects 
President Asa S. Wing recently sent a 
general letter to 11,000 policyholders of 
the Provident Mutual Life. The letter 
was of a friendly, family tenor and 
closed with the following paragraph: 
“AS @ Provident 
Mutual you are naturally interested in 
the growth of your company. Un- 
doubtedly you know some one whom you 


member of the 


would like to recommend as a_ pros- 
pective policyholder. Your cooperation 
will be greatly appreciated. Write the 
name and address on the back of this 
letter, returning it in the 
stamped envelope.” 


enclosed 


The response to this letter was very 
gratifying, especially as President Wing 
received a large number of very friendly 
letters and many suggested prospects. 
In addition to giving names of pros- 
pects many, added little items of inter- 
est about the prospect, such as “re- 
cently married.” Others expressed con- 
cern about recommending only the best 
risks to the company. 


PHILADELPHIA CHANGE 


The growth of the general agencies 
of the Connecticut Mutual in Philadel- 
phia and Baltimore under Franklin G. 
Allen has made additional assistance 
necessary. In Philadelphia he has taken 
into partnership Th. Leiper Black and 
Edwin R. White under the firm name of 
Black, White and Allen. George Trac- 
tenberg, has been appointed cashier at 
Philadelphia, succeeding Mary C. Haley 
who will do other work in the agency. 








Reliance Life Representatives Gathered at White Sulphur Springs for Eastern Sectional Meeting 
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From 1888 to 1912, the vote for President of the United States rs 
increased at the rate of about 600,000 ballots every four years. . 
In 1916 it reached 18,528,743 votes, an increase of 3,497,574 in it 
four years. in 
bu 
spl 
In 1920, with women voting in many States, the total vote was te 
26,705,346; but large as that figure was, it was disappointing, c 
since the men who might have voted numbered 27,661,880, and sit 


women numbered 26,759,952 —a total of 54,421,832. co 


Vote Nov. 4 


This is the first national election in which complete univer- to 
sal suffrage will be effective in the United States. If the fidelity : 
of women to civic duty equals their devotion to home and fam- [ 
ily, their vote should equal the vote of the men and the total 
should exceed 50,000,000. 


Si 


The task before the people of the United States—men and 
women— is to make democracy secure and to keep it secure. That a 
will take all our strength, will tax our intelligence to the utmost, T 
and call for our keenest vigilance. Voting is our privilege, our . 
obligation—perhaps even our burden. But it is also our most T 
effective weapon. Short of serious illness, no excuse for fail- le 
ing to vote can pass muster. Whether Election Day brings heat | 
or cold, rain or shine, calm or blizzard, get to the polls and 
vote! 


METROPOLITAN LIFE INSURANCE COMPANY 
HALEY FISKE, President ; 
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Mutual Benefit Will 
Erect New Building 


LEAVES CONGESTED DISTRICT 





New Home to Be Six Stories; Company 
Will Have No Tenants; Goes To 
North Newark 





The Mutual Benefit Life will erect a 
six-story building next spring, covering 
the entire plot of ground within the 
block bounded by Belleville, Second and 
Summer avenues and Van Wagenen 
street, Newark. The company has pur- 
chased from the Foster home and other 
owners the tract of land fronting on 
Belleville avenue, Second avenue and 
Summer avenue, with a frontage of 200 
feet on Belleville avenue, 500 feet on 
Second avenue and 40 feet on Summer 
avenue. The company will erect on 
this site a new building designed for 
its exclusive use, and when the new 
building is completed the present hold- 
ings on Broad, Clinton and Commerce 
streets will be sold. It is expected that 
building operations will commence next 
spring. 

Commenting on the plan, Vice-Presi- 
dent I. E. Rhoades said: “The com- 
pany’s need for additional space to ac- 
commodate its business compels new 
building plans whether on the present 
site or elsewhere. It was at first thought 
that changes in the present building 
could be made, but maturer considera- 
tion convinced the directors that another 
location would be more desirable. 

“In thus removing from the congested 
business center to an outlying location 
the company is following an example 
already set by several large companies 
in other cities. The new building will 


he planned to allow of additions as 
needed for increased future require- 
ments. It is expected that the building 


to be presently erected will be six stories 
in height and will occupy the entire 
frontage on Belleville avenue and about 
300 feet of the frontage on Second ave- 
nue. It will be set back from the street 
line and will be a decided ornament 
to that part of the city.” 

The National Newark & Essex Bank- 
ing Co. occupies the entire first floor of 
the present Mutual Benefit building, 
under a lease which still has some years 
to run. 


HANCOCK RAISES DIVIDENDS 





Scale For 1925 Shows Marked Increase 
Over That In Force From 1914 
To 1919 





The John Hancock Mutual Life has 
adopted a new dividend scale for 1925 
which materially reduces the net cost. 
The new scale shows very substantial 
increase over the dividends in force from 
1914 to 1919. 

The John Hancock has also increased 
the interest rate three points to 48/10%. 
This rate will be applicable on settle- 
inent options, dividends and other funds 
left with the company. 





GOOD CONSERVATION RESULTS 


Franklin Life Restores Over $1,100,000 
In One Month As Result of Con- 
servation Work 
A new high record of reinstatements 
was set by the Franklin Life, Spring- 
field, Ill., in September as a result of 
the work of that company’s conserva- 
tion department. Complete restorations 
amounted to $1,103,000, which is $50,000 
more than the previous high mark made 
more than a year ago. In view of the 
fact that a policy renewed at the end 
of the first year is more valuable than 
a new one, all things considered, the 
achievement of the Franklin Life is im- 
portant. With about a million dollars of 
business a month kept on the books by 
the efforts of the conservation depart- 
ment the company will enjoy a very fav- 

orable lapse experience. 














Massachusetts Mutual. 


to any real worker in the field. 








A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 
Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


MUTUAL 











NEW APP-A-MONTH RECORD 


E. M. La Plant, New York Life Man 
of Wisconsin, Sets New Figure of 
251 in September 
These days a life insurance produc- 
tion record is no sooner made than it 
is broken. About a week ago it was an- 
nounced that R. Keith Charles of a lit- 
tle town—Timmonsville, S. C., had estab- 
lished a new record of number of ap- 
plications written in one month with a 
total of 235. Now a New York Life 
man, Earl M. La Plant of Sturgeon 
Bay, Wis., comes through with 251 ap- 


ae 


plications written in September which 
sets a new high mark. 

Henry E. Scott of Dempolois, Ala., 
also a New York Life man, started this 
record-breaking wave last April, when 
he passed the record formerly held by 
the late Harry Rosen, by writing 176 
applications in one month. The curious 
part of these recent records is that they 
are all made by men in small places, 
Timmonsville, S. C., Demopolis, Ala., 
and Sturgeon Bay, Wis. In Mr. La 
Plant's town of Sturgeon Bay there are 
4,500 people. In his first twelve months 
in the business he wrote 400 applica- 
tions for about $900,000. 








ACCIDENT. 








A POLICY YOU CAN SELL 
A $5,000 Policy in the 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


PAYS 


$5,000, the face of the policy, in case of death from any cause. 

$10,000, or DOUBLE the face of the policy, in case of death from any 
$15,000, or THREE TIMES the face of the policy, in case of death 
from certain SPECIFIED ACCIDENTS. 

$50 PER WEEK, direct to the Insured, in case of total disability as a 
result of accidental injury, for a period not to exceed 52 weeks; and 


after that $25.00 PER WEEK throughout the period of disability. 


A SOUND CONSERVATIVE 
NEW ENGLAND COMPANY 


United Life and Accident Insurance Company 
Home Office: Concord, New Hampshire, United Life Bldg. 























Pennsylvania 





SPECIALLY valuable to the agents of the Provident Mutual 


is the active good will of those whose Old Age Endowments 
have matured. 





Provident Mutual 


Life Insurance Company of Philadelphia 





VER forty per cent of the new business of the 
O Provident Mutual is upon the lives of old policyholders 
who not only evidence their satisfaction by insuring their own 
lives, but by recommending the Company to their friends. 


Founded 1865 




















Life Men Start 

Season With Pep 
PAUL F. CLARK MAKES A HIT 
Life Underwriters Also Hear Henry 


Moir and Superintendent Beha; 
Good Sales Material Heard 








Harry KE. Morrow’s administration as 
president ot the Liie Underwriters’ 
Association of New York, got away 
to a flying start Luesday night at the 
first association meeting and dinner of 
the season at the Hotei Astor. lresi- 
dent Morrow had lined up three stars 
tor the speakers of the evening in 
tHenry Mou, president of the United 
States Lite, Superimtendent of Insur- 
ance James A. Beha and Paul F. Clark, 
Imanager ot the home ollice general 
agency of the John Hancock at Boston. 
lhe attendance, 470, was the largest 
of any opening meeting of the associa- 
tion. There were turned in during the 
dinner 51 applications ior membership. 

At the head table sat the chairmen 
of each ot the association's commit- 
tees and they stood up and were in- 
troduced. It is not often that a presi- 
dent of a company attends the associa- 
tion dinners, but ‘tuesday night there 
were two presidents on hand. At one 
of the tabies sat Carl Heye, president 
ot the Guardian Life. 

Mr. Clark made a distinct hit with a 
stimulating sales talk largely drawn 
irom personal experiences and those of 
his agency. Mr. Moir discussed medi- 
cal and agency selection and made a 
plea for a better understanding between 
those two branches of the business. 
Superintendent Beha confined himselt 
to humorous relerences to his personal 
contact with life insurance men. 

Mr. Moir said that the grade of busi- 
ness received at the home oltice reflects 
the type ot agent writing it and the 
class of his contacts. ‘Lhere are two 
types of selection, unconscious and con- 
scious. ‘Lhe unconscious selection is 
the result of the agent’s interests and 
associations and reflects the field in 
which he works. ‘the clean-living, 
home man in the smaller communities 
turns in what is perhaps the best busi- 
ness irom an underwriting standpoint 
that the company receives. The young 
man about town would be apt to sub- 
mit a less desirable class of business. 
With reference to conscious selection, 
Mr. Moir said that where an agent had 
the choice of two doctors, one with a 
reputation for painstaking care and an- 
other known to do somewhat indifferent 
work, the inexperienced agent would be 
apt to pick the indifferent doctor to 
examine a doubtful case. But the ex- 
perienced man would realize that a 
doubtful case would stand a better 
chance if examined by the more pains- 
taking doctor. The home office is well 
aware of the difference in the types of 
its examiners. 


Agents Must Specialize 

Mr. Clark left some very good sales 
ideas with the New York life men. He 
said the time had past when an agent 
could be successful selling all types of 
coverage. ‘The business is becoming 
more specialized every day and a higher 
type of service is being rendered clients. 
Most successful writers have some 
specialty with which they are thor- 
oughly familiar and which constitutes 
the bulk of their business. Mr. Clark 
named a number of big writers who he 
said would be lost if they tried to write 
outside of their special field. 

Most agents do not make use of their 
policyholders and _ friends one-half 
enough. He did not believe in working 
his friends, but there is a proper way 
in which to use these contacts. He told 
of a Boston underwriter who has a rule 
to make two new acquaintances each 
day and he does this even if he has 
to shake hands with a car conductor 
or elevator operator. 

Two of the best sources of large 
business are scarcely used at all by 


(Continued on page 10) 
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Insurance Clerks’ Ass’n 
May Insure Blue Goose 


OFFERS TO WRITE COVERAGE 
Fraternal Association Has Only Insur- 
ance Men as Members; Started 
Fifty Years Ago 


The Insurance Clerks’ Mutual Benefit 
Association of New York has made a 
proposition to the Honorable Order of 
the’ Blue Goose to come in under its 
insurance tent 

The Insurance Clerks started more 
than fifty years ago as a purely mutual 
assessment organization, and has always 
maintained the fraternal spirit—its mem- 
bers are fellow insurance men. But 
nearly thirty years ago it abandoned 
the assessment plan, adopted adequate 
monthly rates according to the age of 
he applicant, and gave the old members 

chance to continue under the new 
scheme. Most of them did. Of those who 
did not, only fifty remain, 2% of the 
present membership. At that time, 1896, 
the membership was 477, and the in 
vested funds $26,519. By 1913 the mem 
bership had increased to 1,720, and the 
funds to $36,294; while at the close of 
1923 the former stood at 2,441 and the 
latter at $186,239, showing an unmista‘- 
able trend toward greater strength and 
tability during the past decade. 

It is a mutual organization, as are 
many of the leading life insurance com- 
panics. The Insurance Clearks’ officers 
receive no salaries. Apart from the small 
cost of conducting the office, its entire 
income is used for the benefit of its 
members. Like most fraternals, its rates 
are based on the tables of the National 
Fraternal Congress, and there is a thou 
and-dollar death benefit for the pro 
tection of the family. 

When the directors of the association 
learned that the Blue Goose, an organ 
ization of fire msurance men, wanted 
ome insurance that they could call their 
own, it was thought that the Insurance 
Clerks, a life insurance organization open 
to insurance men only, with nearly half 
of its directors already members of the 
Blue Goose, could make an interesting 
proposition. The plan considered has 
been approved by counsel, approved by 
one of the leading actuaries of the coun 
try, and approved by the New York 
State Insurance Superintendent. Upward 
of one hundred fire and marine insurance 
companies and offices have already in- 
dorsed the association, and pay part of 
the cost for those of their staff who be 
come members thereof. 


REGENSTEIN PRESIDENT 


Heads University Life Underwriters of 
New York; M. A. Linton, Provident 
Mutual Makes Address 


\t Robins Restaurant on October 9th 
the University Life Underwriters of New 
York fired their opening gun of the sea 
on and were fortunate enough to have 
M. Albert Linton, vice-president of the 
Provident Mutual who delivered an ad 
dress on the practical uses of long term 
endowments which was unusually well 
received \mong those at the luncheon 
Loesch, Manhattan Life, 
with a large party of Manhattan Life 


were Creorpe 


agent Graham C, Wells, Provident 
Mutual, who also brought some 
agents; Joseph D. Brokstaver, Trav 

elers; | awrence Priddy, New York 


Life; E. J. Sisley, Travelers; L. A. Cerf, 
Mutual Benefit; James E. Bragg, Union 
Central; and Griffin M. Lovelace, New 
York University 

Harold L. Regenstein was elected 
president He is with the Travelers. 
Clinton H. Harold is vice-president; 
and Harold L. Taylot, secretary and 
treasurer. 

The University Life Underwriters ot 
New York ts composed of the alumnae 
of the New York University Life Insur 
ance Training Course, and its aims are 
the meeting once a month throughout 
the season for the purpose of exchang- 
ing ideas, in order that its members can 
be of constantly greater service to the 
insuring public. 











Guarantee Fund Life Association 


OMAHA, NEB. 
ORGANIZED 1901 


. Pure Protection Life Insurance 


Splendid Agency Openings in West Virginia, 
North Carolina and Florida 


WRITE F. A. HICKS, SUPT. OF AGENTS, FOR PARTICULARS. 














MORE THAN 50% 


of the business written by some of our larger agencies is a 
direct result of the Fidelity lead service. Our agents interview 
interested prospects—people who have written the Head 
Oflice for information. 

Fidelity is a low-net-cost company operating in 40 
states. Full level net premium reserve basis. Over Quarter 
of a Billion insurance in force. Faithfully serving insurers 
since 1878. 


THE FIDELITY MUTUAL LIFE 











INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 








A few agency openings for the right men. 
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Declaration of Independence 


FACSIMILE copy of the Declara- 
tion of Independence has been is- 
sued by the John Hancock Mutual Life 


Insurance Company. 







This reproduction is a composite re- 
duced fascimile, one-quarter size, taken 
from a facsimile reproduction of the 
original Declaration of Independence 
made by W. I. Stone, in 1823, under the 
direction of John Quincy Adams, then 
Secretary of State. The original en- 
grossed Declaration is in the custody of 
the Librarian of Congress at Washing- 
ton. The John Hancock Company will 
be glad to send a copy of the Declaration 
to any person sufficiently interested to 
ask for it. 
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LIFE INSURANCE COMPANY 
° 


* BOSTON MASSACHUSETTS 







OVER SIXTY YEARS IN BUSINESS. NOW 
INSURING NEARLY TWO BILLION DOLLARS 
IN POLICIES ON 3,500,000 LIVES 









Suit Over Funeral 
(Continued from page 1) 


26 within a few hours after the death 
of her husband a representative of the 
Campbell concern offered its services to 
her and agreed to make a fair and rea- 
sonable charge for their services. Prior 
to the funeral Campbell’s presented to 
Mrs. Chester for signature a_ paper 
which assigned to Campbell an interest 
to the extent of $8,000 in a life insurance 
policy issued by the Equitable Life As- 
surance Society on Chester's life for 
$25,000, under which Mrs. Chester was 
the beneficiary. 


How Assignment Was Secured 


The complaint goes on to say that 
Mrs. Chester was in a state of physical 
and mental collapse; that she had no 
business experience and knew nothing 
of the value of caskets, or of the fair 
and reasonable charge for funeral ex- 
penses. She at first refused to execute 
the assignment. The complaint goes on 
to say: “But the defendant well know- 
ing plaintiff's condition and inexperience, 
stated and represented to the plaintiff 
that it was the custom among under- 
takers and usual for them to obtain 
ample security for the payment of 
funeral expenses; and further stated 
and represented to her that the defen- 
dant’s charge was and would be in all 
respects fair and reasonable; and fur- 
ther represented to the plaintiff that the 
body of her husbad had been placed in 
the casket and that it was contrary to 
the law to remove the body therefrom 
or to use a casket in which a body had 
been placed. 

“By the said representations the de- 
fendant intended to cause and did cause 
the plaintiff to believe that she could 
not employ another undertaker; that she 
was committed in view of the fact that 
the casket had been delivered and the 
body of her husband had been placed 
in it; that the body of her husband 
could not be placed in another and dif- 
ferent casket; and that the defendant's 
charge in any event would not be more 
than what was fair and reasonable. 

“Believing and relying on the = said 
representations of the defendant and be- 
ing in a state of physical and mental 
collapse, unable to make any investiga- 
tion and acting under duress and coer- 
cion of the situation, the plaintiff ex- 
ecuted and delivered to the defendant 
the assignment believing that defendant 
would only charge her the fair and rea- 
sonable value of the casket, materials 
and services. 

“Shorty thereafter defendant obtained 
the plaintiff's endorsement to a check 
for $8,000 drawn by the Equitable Life 
Assurance Society to the joint order of 
herself and the defendant in satisfaction 
of the assignment.” 


Campbell’s Bill 


Following is a copy of the Campbell 
bill as given in the complaint: 


MSANIEE Gas ik Seino oc iae odaeaaea $6.500.00 
LST: | lea eM ce me RN 150.00 
PODAMWIGE sone eis oecivesen 100.00 
Casketing and dressing ........ 25.00 
BEN. Sik sobs orentve esa een 25.00 
PHOUEING | ronasislen bonnearc cori 15.00 
Pal  DOAGEES: 5 cs cccaniewescaes 60.00 
Removing body to church ...... 50.00 
Delivering outside casket ...... 10.00 
DDBatt GOUCRS oo55c-6 vorki cca cos 58.00 
RamtOad TICKEtS 6.66 ses cawaees 144.64 
RMN IR oe Sere eke prackcne ais ers 20.00 
Palm decoration .............. 60.00 
Funeral director and asst. ...... 35.00 
General service charge ........ 250.00 
Saray Of Oi POSES icc wees cs 100.00 
Silk ‘slumber fODE@: osc. 6 seees 300.00 
Dr. E. Perrone (prof. services). 10.00 
Two dozen red roses .......... 16.00 
Goa ZI |, — na ge ea 30.00 
TEXCOSS WGEIRTE .i.65.05500c0cess 13.53 

$7,972.17 


The action is brought to recover $6,453 
claimed to be the excess over a fair and 
reasonable charge for services and ma- 
terials. 
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Princeton Poll of 
Life Underwriters 


SOUND SENTIMENT IN NATION 


Resolution 
Hardin, 


Grimsley and Two Commissioners 


Most Favor hee Agile 


Denouncing Appointment; 


Oppose 

The National Association of Life Un 
derwriters has sounded insurance opinion 
relative to its Los Angeles resolution 
deploring the action of certain univer- 
sities, notably Princeton, of class organ- 
izations undertaking to place contracts 
of insurance upon their class members 
payable to the university by arranging 
to have a member of the class of an 
employee of the university act as agent 
both for the insurance company and the 
beneficiary. It quotes the following 
company executives as endorsing the 
resolution : 


Harrison B. 
ington, Life. ’ 
. Littig, secretary and treasurer, Register 


Smith, president, George Wash 


Life. 

©. J. Lacey; 
Mutual. 

G. L. Lutterloh, 
J. B. Reynolds, president, 
Robert J. Giles, secretary 
ager, Occidental Life. 

John D. Sage, president, Union Central. 
William Montgomery, president, Acacia Mu- 
tual Life. 

ree F. Hall, president, Lincoln National. 

S. Sorensen, president, Equity Life of Iowa. 

W. A. Day, president, Equitable Life Assur- 
ance Society. 

W. Caswell Ellis, vice-president and 
manager, Southeastern Life. 

Emmet C. May, president, Peoria Life. 

E. G. Simmons, vice-president and general 
manager, Pan-American Life. 
William A. Law, president, 
Herbert O. Edgerton, 
tual Life. 

H. S. Nollen, 
Iowa. 

T. C. Denny, secretary, Central Life Assurance 
Society. 

E. FE. Salisbury. 
tional Assurance Co. 
A. Burkart, vice-president, 


second vice-president, Minnesota 
Peoples Life 

Kansas City Life 
and general man- 


secretary, 


agency 


Penn Mutual. 
president, Boston Mu 


president, Equitable Life of 


secretary, American Na- 
Conservative 
Life. 

Chas. F. Taylor, 
Atlantic Life. 
Walton T.. 
Mutual Life. 
W. W. Washburn, 


vice-president and actuary, 


Cricker, president, John Hancock 
secretary, Crescent Wife. 
Morgan B. Brainard, president, Aetna Life. 
Wilhur M. Johnson. vice-president and actu 
arv. Royal Union Life. 


H. B. Hawley, president, Great Western 
ial L. Moore, president, Southern States 
Life, 


FE. W. Gage, secretary, The Toledo Travelers 
ms Pr. Appel, president, New England Mutual 

Robert) Brown, 
American life. 
Two Companies Quoted In Opposition 

Two life executives opposed the reso 
lution. They are John R. Hardin. presi 
dent of the Mutual Benefit Life, and 
George \. Grimsley, president, Security 
Life & Trust Co. 

Frank H. Sykes, second vice president 
and manager of agencies of the Fidelity 
Mutual Life, takes a non-commital atti 
tude saving that the company would 
bring the resolution before the members 
of its field force at a convention 

Clifton Maloney, president of the Phil 
adelphia Life states he wanted to know 
nore about the facts before expressing 
an opinion. 


State Officials Who Have Approved 
The following state 


secretary and treasurer, The 


department offi 


clals thought the resolution was all 
right : 
Robert E. Daly, actuary, department of in 


surance, Missouri. 
Ss. A: Olsness, 

North Dakota. 
Wm. Watkinson, 


sioner of Georgia. 


commissioner of insurance, 


deputy insurance commis 


A. S. Caldwell, commissioner, division of in- 


surance and banking of Tennessee. 

John E. Sullivan, insurance commissioner of 
New Hampshire. 

T. M. Baldwin, Jr., acting superintendent, 
department of insurance, District of Columbia. 

Frank N. Julian, superintendent of insurance 
of Alabama. 

Walter B. Wagner, deputy for insurance for 
New Mexico. 

M. A. Fairchild, assistant chief, bureau of in- 
surance, Nebraska, 

W. FE. Kendrick, Towa commissioner. 

H. A. Loucks, insurance commissioner of 
Wyoming. 

Tohn J. McMahan, 
of South Carolina. 

W. I an Camp, commissioner of insurance 
of South Dakota. 

J. G. Read, insurance commissioner of Okla- 
homa. 

All of these statements, together with 
endorsements of resolution bv local as- 
sociation presidents. are printed in the 
“Life Association News” for October. 

Two companies which are not in svm- 
pathy with the resolution and whose 
views are not printed in the “Life Asso- 
ciation News” are the New York Life 
and The Prudential. From what has 
heen printed by the “Life Association 
News” it is seen that the maiority sen- 
timent of the companies is against 
Princeton appointment. Different points 
of view illustrated in the case are state 
ments of John R. Hardin. president of 
the Mutual Benefit, and Walton WL. 
Crocker president, John Hancock 
Mutual Life. 

Mr. Crocker’s Views 

“Tt seems to me that a very proper 
note has been struck in the resolution 
touching the one-risk agent, or special 
non-professional agent. 

“Tf an organization § of 
nominate one of its own number, not 
a professional Life Insurance agent, to 
act as its business-man between the in- 
surance company and the body of the 
insured-to-be, a long step will have been 
taken on the road to knock out the 
professional agent altogether. Making 
allowance for all of the inherent value 
and claim of Life Insurance in its appeal 
to the public, we must. still recognize 
the overwhelming power of the agency 
organization represented in the Life Un- 
derwriters’ Body today, by which—in a 
comparatively short space of time 
nearly one-half of the people of this 
country have been included in the in- 
surance protection offered by the legal 
reserve companies. In no other way 
could this have been done than by the 
professional agent. He is entitled to his 
reward, and companies which fail to 
hold to this principle are beginning the 
end of the effective service of Life In 
surance. 

“We might as well come out flat 
footed for the slogan. ‘Every man his 
own agent.” as to countenance directly 
or indirectly the non-professional agent. 
I do not mean by this to exclude bona- 
fide part-time agents in small or scat 
tered communities from the class of pro- 
fessional agents. It seems incredible 
that any Life Insurance executive should 
fail to see this, and I am sorry that it 
seems necessary to pass such a resolu- 
tion; but I am glad it was passed. You 
may write it down that there is one com- 
pany where such practice will not go; 
and I believe the same to be true of the 

vast majority of the Life Insurance in 
inion? 

What Mr. Hardin Said 

John R. Hardin, president of the 
Mutual Benefit, who is not in sympathy 
with the resolution said: 

“T am in entire accord with the Na 
tional Association of Life Underwriters 
in the effort to promote sound under- 
writing practices. I have no sympathy 

(Continued on page 10) 
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give Agents unsurpassed money-making opportunities. 
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Insurance Record, 1923 





$ 96,148,025 
719,421,634 
Increase of $58,623,876 which is 

61% of the New Business 


New Insurance... 


Insurance in Force __. 





New England Mutual Life Insurance Co., 
Boston, Mass. 

















INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most Libera] formg ef ORDIWARY Policies from $1,060.00 to $50,000.00, 
with premiums payable —s semi-annually or quarterly, 


a 
INDUSTRIAL Policies from $12.59 to $1,000.00, with premiums payable weekly 
CONDITION ON DECEMBER 31, 1923 





aves beedddeteweensceecenscadensechareseeceecusncenauebanane $36,916,613.78 
Pid dAdnwntve exedsnd dasbedakoeGendeucedstandcsuacceedaueetadaeeseqnnens 373,207.24 
Pisndévacabadndasandbadnedeuedasecdscanscaueucdescuceesadannnate 4,543, 406.91 
Wc dndakdsbnddddcuabtakanadnccanessawedsauddsensucaddtatantauears 265,168,563.00 

PRN OO NI sc siccas Kocisctcccegnctngaccedtencacededecendeacuscsues 2,696,034.43 
Total Payments te Policyholders since Organization........................0.-- 32,747,806.35 


JOHN G. WALKER, President 
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HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 60 years next 
birthday 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue and 
are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 
are guaranteed by State Endorsement. 

A HOME LIFE POLICY BRINGS 

PEACE OF MIND TO THE 
MAN WHO LOVES HIS FAMILY 





BASIL S. WALSH, President P. J. CUNNINGHAM, Vice-President 
JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treasurer 
DR. E. 





"BRYAN KYLE, Medical Director 
INDEPENDENCE SQUARE PHILADELPHIA, PA. 
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| LIVE HINTS FOR BUSINESS GETTERS 
Practical Suggestions to Help the Man With the Rate 
| Book Increase His Income and General Efficiency 














The following — is 
suggested by the 


Suggestion Mutual Benefit 
for Average “Pelican” as an ap- 
Rich Man , 


proach for a_ rich 
man: 

“Mr. Prospect, you probably realize 
that $50,000 of your estate is exempt 
from taxation under the federal inheri- 
tance tax law, but do you know that 
you can increase this exemption to $90,- 
000 by means of life insurance? Other 
wealthy men are taking advantage of life 
insurance to secure an additional exemp 
tion of $40,000. 


x ok OK 

Norris L. Sherman 
Making of the Mutual Bene- 
Investment fit agency at Detroit 
Approach uses. the following 


method of handling 
the question of investment: Prospect: 
But I have never considered life in- 
surance a good investment. F 
Mr. Nelson: Why do you call it an 
investment? An investment is where 
you spend a principal to gain a_ pos- 
sible interest or dividend and in a great 
many cases both principal and interest 
are lost. In my plan you save a low 
rate of interest on a desired principal 
and you or your dependents get the 
principal surely whether you live to pay 
for it or not. You are merely deposit- 
ing interest to draw interest. After all 
then, isn't it the very best investment 
you have ever had the privilege of 
making ? 
x ok of 
Physicians should 
Doctors As form one of the easi- 
Disability est classes of pros 
Prospects pects to solicit for 
accident and health 
insurance, because their daily duties 
bring them in contact with people who 
are injured and ill, the pan-American 
suggests. They see the value of income 
protection for others and can therefore 
be more readily convinced of its neces- 
sity for themselves. The doctor, like all 
other professional men, finds his income 
cut off entirely when he is disabled. 
The salaried man may expect that his 
employer will continue to pay his salary 
for a reasonably length of time, while 
the man who is in business for himself 
may have assistants who are sufficiently 





Start Season with Pep 
(Continued from page 7) 


life insurance people—new incorpora- 
tions and financing programs. Mr. 
Clark cited a number of cases of large 
lines written through contact with 
friendly banks. 

In the Clark Agency they use circular 
letters, but the letters are of a very 
high type and each one is individually 
wiitten to the prospect. As high as 35 
per cent answers have been received on 
some of these letters. 

Every agent, Mr. Clark says, has a 
stack of cold prospect cards which he 
clings to, although he knows he can 
do nothing with them. In the Clark 
Agency they have a clearing house of 
these cards in charge of one man. 
Agents turn in their “cold” prospects 
and the clearing house man tries to dig 
up contacts with other agents and 
some fine business has been written as 
a result of this plan. 

Mr. Clark left with his hearers three 
points in closing. Be different he said. 
Dress up the proposition in a new way 
and don’t make the prospect sit through 
the same old show he has heard many 
tims before. Be positive—make a defi- 
nite, positive proposition. Be definite 
have a clearly outlined and specific 
proposition to make. 


competent to carry on the business dur- 
ing his disability without an appreciable 
loss of income. But when a doctor is 
ill or injured, his income stops im- 
mediately. 

Practically every physician has seen 
many cases of lingering illness of the 
head of the family bringine with it most 
acute financial distress. He may never 
have taken occasion to consider how his 
own family would be affected by such a 
catastrophe, but he knows enough about 
‘he results so that very little argument 
will be needed to convince him when 
the case is properly presented. 

* * * 


One of the repre- 


Estate sentatives of the 
Used as Mutual Benefit Life 
Opener finds the following 


methods of work 
very effective in the case of a pros- 
pect whom he _ considers reasonably 
wealthy. 

He first approaches the prospect on 
the basis of interesting him in life in- 
surance for inheritance and estate taxes, 
and to supply enough cash to prevent 
a shrinkage in the estate through 
forced sales of assets. 

If the prospect asserts that he will 
not leave enough of an estate to need 
such protection from death taxes, the 
representative uses words to the fol- 
lowing effect: 

“Well, if you figure that you won't 
leave much of an estate behind you, 
we ought to make some sort of an ar- 
rangement whereby your dependents 
will be provided for in case of your 
death.” 

Then he continues his sales talk on 
a protection basis, usually talking in- 
come insurance. 


Poll on Princeton 
(Continued from page 9) 


with rebating, direct or indirect. I am 
not, however, satisfied that the objection 
to the plan adopted at Princeton Uni- 
versity for class insurance is well 
founded. I cannot see where it runs 
contrary to sound underwriting prac- 
tices, or wherein it constitutes an eva- 
sion of the insurance law. Specific com- 
plaint against the plan on the latter 
ground has apparently failed, after a 
hearing and consideration, to impress the 
Commissioner of Insurance of this State. 

“It is my view that the old way of 
class insurance was much more open to 
unethical practices, more productive of 
evasion of the law and more unsatisfac- 
tory in practical application, than the 
new plan referred to in the resolutions 
of your Association. I am myself an 
alumnus of Princeton and have some 
knowledge of the conditions under which 
the old plan was operated. Under it 
agent and student might reciprocally 
reproach each other as tempter and 
tempted. 

“The agent under this new plan cer- 
tainly does not belong in the class of 
‘one case’ agents, as he will write each 
year a volume of business greater than 
that of the average agent. My under- 
standing of the plan is that the com- 
mission received by the agent does not 
reduce the cost of insurance to the in- 
sured, and does not relieve the benefici- 
ary of any expense otherwise to be sus- 
tained. 

“T am inclined to think that in the 
long run the plan adopted at Princeton 
will be found more beneficial to insur- 
ance agents generally than the plan 
which has been discontinued. Large 
numbers of educated young men with 
favorable thoughts regarding Life In- 








NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 











to develop and hold their business. 
John Barker, Vice-President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


This Company has always pursued those 
have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Its licy contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. 

Has always extended reasonable assistance and encouragement to its representatives 


licies in the conduct of its business that 


Frederic H. Rhodes, Vice-President 








surance, will be scattered throughout the 
country, and the potential value of these 
men to the agency forces generally will 
be incalculable. Under the old plan they 
were made the object of intense and 
sometimes bitter rivalry to such an ex- 
tent that some classes were tempted to 
abandon the idea of carrying insurance, 
and individual students went out into 
the world unfriendly to the Life In- 
surance idea. Under the new plan this 
will all be obviated. 

“It may not be inappropriate to add 
that the views I have expressed are not 
the result of any interest or participa- 
tion by this Company in the initiation of 
the Princeton plan. This Company has 
not been consulted by those responsible 
for it and has no assurance of business 
present or prospective by reason of it. 

“May it not be possible that the 
Princeton plan is not correctly under 
stood by your Association and that fur- 
ther investigation may result in a reversal 
of the judgment of condemnation?” 


Two Commissioners in Opposition 


Two insurance commissioners out ot 


sympathy with the life underwriters’ 
resolution passed at Los Angeles are H. 
QO. -Fishback of Washington and Will 
Moore of Oregon. They are quoted by 
the “Life Association News” as saying: 

Mr. Fishback: “I can see no reason 
why a _ student attending either high 
school or college is not just as eligible 
to solicit Life Insurance and get the 
commission thereon as anyone. else. 
Under our laws he could not do this 
without receiving his regular commis- 
sion. In other words, he could not turn 


his commissions over to the college or 


to anyone else, but must transact his 
business along the same lines as any 
legitimate agent, and if he does this I 
believe it is his moral right to act as 
an agent just as any other citizen.” 

Mr. Moore: “It seems to me that it 
is up to the insurance companies to 
regulate this themselves and to give the 
necessary instructions to the agents. I 
do not believe it is part of the fune- 
tions of the Insurance Commissioners 
to tell the insurance companies who they 
shall hire or how their work shall be 
done.” 














DIRECT MAIL ADVERTISING 


by our plan gets over 50,000 definite 
prospects every year for our salesmen. 


BANKERS LIFE COMPANY 
GEO. KUHNS, President 
DES MOINES, IOWA 

















Life agents makes it pay to 


NEW JUVENILE POLICY 


Written by The Lincoln National Life Insurance Company on the lives 
of children from one day old up to 14 years, 


Issued as Terminal Endowments, maturing at ages 16 to 20, inclusive, 
or as a Twenty Pay Life or Twenty Year Endowment. 

The full face value of the policy is reached on the anniversary of the 
policy on which the insurance age of the child is 5 years. 

Waiver of further premiums in event of the death or disability of the 
father may be provided by the Payor Insurance feature. 

In event of the death of the child the policy is payable to the father. 

This new JUVENILE POLICY completing the kit of service tools for Lincoln National 
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Linco Life Building 








The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


Now More Than $325,000,000 in Force 


Fort Wayne, Indiana 
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Production to Date 
Sets New High Mark 


NEARLY 7% INCREASE SHOWN 





Life Presidents Association Compilation 
Puts Nine Months Production at 
New Record 





September production of life insur- 
ance, on paid-for basis, by United States 
companies, was 2.3 per cent. greater than 
during September of 1923, while the pro- 
duction for the first nine months of the 
year was 6.7 per cent. greater than dur- 
ing the corresponding period of 1923. 
These nine months of 1924 establish a 
new mark, as 1923 had broken all prior 
records. 

This information is disclosed in a 
report forwarded this afternoon by the 
Association fo Life Insurance Presidents 
to the U. S. Department of Commerce 
at Washington. The report deals with 
the current figures of forty-five Amer- 
ican companies having in force 81 per 
cent. of all the legal reserve life insur- 
ance outstanding in United States coim- 
panies. 

The total amount of new business, ex- 
clusive of revivals, increases and divi- 
dend additions written by these forty- 
five companies during the first nine 
months of 1924, on paid-for basis, 
amounted to $6,478,085,000, as against 
$6,073,170,000 in 1923, and $4,933,747,000 
in 1922. There are shown increases of 
$404915,000, or 6.7 per cent., in 1924, over 
1923, and of $1,139,423,000, or 23.1 per 
cent., in 1923 over 1922. 


WITH EQUITABLE 30 YEARS 


Long Connection With Society 
By Dinner to Friends 

Charles FE. Townend, the well known 
general agent of the Equitable Life As- 
surance Society in Boston has been 
thirty years with the society and the 
anniversary was celebrated with a dinner 
at the Copley Plaza Hotel. 

About 125 attended, among them being 
the following officers from the home 
office of the Society: Vice-President 
J. V. E. Westfall, Second Vice-Presi- 
dent William J. Graham, Agency Super- 
visor W. J. Fitting, and Inspector of 
Agencies Harry S. Gierhart. 


Mr. Townsend has been general agent 


for the Equitable for twenty-six years. 
During the past thirty years the agency 
has placed with the Equitable $100,000,- 
000 of new business. 





EQUITABLE OF IOWA CHANGES 
R. N. Thompson, General Agent at 
Louisville, and G. L. Maltby in 
Charge at Topeka 
Rollin N. Thompson has been ap- 
pointed general agent at Louisville, Ky., 
for the Equitable Life of Iowa, succeed- 
ing George H. Armes resigned. Mr. 
Thompson has had five years’ experience 
in life insurance, recently representing 
the Mutual Life in Fullerton, Cal. Col. 
W. B. Pace continues as special repre- 
sentative of the company in that terri- 
tory, working with the general agent. 
George L. Maltby has been appointed 
general agent at Topeka, Kan., succeed- 
ing C. L. Kendall. Mr. Maltby comes 
from the Metropolitan Life, having been 
with the company nine years, rising from 
a debit to be assistant superintendent 
at Kansas City. Mr. Kendall continues 

with the company as a district agent. 

A. C. Edmonds, Phoenix Mutual presi- 
dent of the Rochester Life Underwriters 
Association, will have charge of the life 
insurance course to be given by the 
Rochester Y. M. C. A. 





FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, lewa 








BLIND AGENTS ARE LEADERS 





Four New York Life Agents Make Lead- 
er’s Club Though Sightless; Com- 
pany May Allow for Guide 
Expense 

Among the largest producers of the 
New York Life who attained member- 
ship in that company’s leaders’ club were 
four blind agents. They are Paul Kerr, 
Knoxville Branch; Julius Jonas, 42d 
Street Branch; A. Walter Kaufman, 
Manhattan Branch, and S. R. Huff, 
Youngstown Branch, also Isidor Unter- 
berger, Missouri Clearing-House, who is 
nearly blind. These men are accom- 
plishing wonderful results, three of them 
in the Top 300. 

One of them, Mr. Jonas, made a 
speech before an agency meeting which 
greatly stirred his hearers. He told the 
agents that he paid a personal guide $100 
a month to lead him around and this so 
impressed Vice-President Buckner that 
he jumped to his feet at the meeting and 
said that he would recommend to the 
board of directors of the company that 
a special allowance be made to all blind 
agents of the company toward these un- 
usual expenses. 


BOOKSTAVER GRADUATES MEET 


First Meeting in Post Graduate Course 
of J. D. Bookstaver Agency Hears 
Dr. R. H. Hoffmann 
The first meeting of the season in the 
post-graduate course of the Jos. D. 
3ookstaver agency was held this week 
at the New York Press Club with more 
than one hundred in attendance. The 
only speaker was Dr. Richard H. Hoff- 
mann who discussed the use of prac- 
tical psychology in selling. Mr. Book- 
staver presided and among those who 
were present were, Julian S. Myrick, of 
Ives & Myrick, Mutual Life, and Harry 
I. Morrow, president of the Life Un- 

derwriters Association of New York. 


PHILADELPHIANS HONOR CLEGG 
Edward A. Weeds Adeoutes Compen- 


sation for National President for 
Expenses of Office 

Some form of compensation for the 
presidents of the National Association 
of Life Underwriters for the expense to 
which they are put in traveling over the 
country in the interests of the associa- 
tion and for time lost was advocated 
by Edward A. Woods, of Pittsburgh 
in a talk at the banquet of the Phila- 
delphia Life Underwriters Asscciation 
last week. John W. Clegg of the Penn 
Mutual the new president of the Nation- 
al Association also spoke. Paul Loder 
president of the Philadelphia association 
_ presided. It was “National President's 
Night.” 








HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during 


the year 1923 ....cccccccece $7,686,855 
Payments te Policyholders 

and their Beneficiaries im 

Death Claims, Endow- 

ments, Dividends, eto...... 5,871,544 
Increase in Assets.......... 2,401,507 
Actual Mortality 56% of the 

amount expected 

Insurance in Force.......... 247,373,210 
Admitted Assets .........- 48,655 222 


FOR AGENCY APPLY TO 


GEORGE W. MURRAY, 


Superintendent of Agents 








256 Broadway New Yerk 














Fas 

















POLICY 

YOU CAN 

SELL WITH 
PROFIT 


No, this is not an invitation 
for you to leave your own 
company, but just a sugges- 
tion to make your time yield 
more profits under our plan of 
improved brokerage service in 
branch offices. 


The Champion Income Accident 

policy is just one of the liberal, up-to- 

the-minute accident policies offered by 

us—it is a silent partner to the man dependent 

upon his efforts for his income and appeals to every 
prospect. 





This policy with its distinctive provisions is in- 
dicative of the progressive spirit inherent in all 
lines of protection offered by this company—Life, 
Accident, Health and Group. Under our plan you 
can place with us profitably (because all commis- 
sions on such business placed with us belong to 
the broker) business in the following lines: 


Accident Insurance 

—accident, health and income accident 
Group Insurance 

—life, accident and sickness 
Life Insurance 

—substandard and surplus business 


What Our Branch Office Service 


Means to You 


Extremely liberal first year commissions and 9 
guaranteed non-forfeitable renewals, on all life 
business you place with us regardless of volume. 


Awards and honors on same basis as offered to our 
regular agents—in 1925 a trip to Cuba at our 
expense is open to you. 


Expert advice and assistance on surplus and sub- 
standard life, accident, and group insurance. 


Business handled either on a contract or a one-case 
agreement basis. 


Prompt action and liberal underwriting rules. 


Write us for Further D tails 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS 
M. E. SINGLETON, President 


LIFE — ACCIDENT — HEALTH — GROUP 
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Settle Richmond 
Twisting Charge 


NONE ARE HELD TO BE GUILTY 


Underwriters Association Censures Sev- 
eral For Part in Complicated Baker- 
Royer Case 

By a vote of 30 to 26, the Richmond, 
Va., Association of Life Underwriters 
at its first fall meeting held this week 
adopted a report of its executive com- 
3aker-Royer 
case, involving alleged unethical prac- 


mittee on the so-called 


tices in connection with the writing of 
$50,000 term policies on the lives of H. 
P. Baker and R. Stuart Royer, of Baker- 
Rover Co., road engineers and con- 
tractors, which these two men had to 
take out to secure a large bond covering 
a road building contract. The case was 
first brought to the attention of the 
committee by A. O. 
manager for the Atlantic Life, who 


Swink, Virginia 


complained that W. S. Drewry, general 
agent for the Connecticut General, per- 
mitted Hugh S. Souther, an agent for 
the New England Mutual, acting in the 
capacity of broker, to twist a five-term 
policy for $50,000 taken out by Baker 
in the Atlantic Life in July, 1923, to the 
Connecticut General in June, 1924. He 
complained further that FE. B. Meade, 
agent for the Prudential, together with 
J. W. Tinsley, general agent for the 
Continental Assurance, acting as a brok- 
er, attempted about the same time to in- 
duce Royer to drop a similar policy for 
$50,000 issued by the Atlantic Life and 
to take a Prudential policy instead. 
Mr. Drewry not only denied the alle- 
gation of Mr. Swink but countered with 
the charge that the latter did not write 
Baker and Rover in 1923 until several 
weeks after the Connecticut General 
had written the two men for ten-term 
policies of $50,000 each. Messrs. Meade 
end Tinsley asserted that they did not 
get in on the case this year until after 
Messrs. Baker and Royer had both in 
vited bids with a view of changing the 
insurance if lower figures could be ob 
tained. Mr. Souther likewise explained 
that he did not get in until asked to sub 
mit figures. It was testified before the 
committee that Baker and Royer were 
originally written in the Connecticut 
General about June 16, 1923, and that 
the policies were issued June 26 follow 
inv. Mr. Swink, it was testified, did not 
licit the two men until July 10, the 
rolic being issued two days later. 
The report of the committee recites 
it Baker testified that the Connecticut 
General policies, if issued, were never 
delivered to either Royer or himself, nor 
they ever notified that the policies 
were issued. Robert Lecky, Jr., who 
rote the road bond and arranged for 
the placing of the life policies in the 
Connecticut General in 1923, testified 
that the understanding was that he was 
to hold these policies as collateral se- 
curity and that he did so. Mr. Lecky 
is quoted in the report as having testified 
that he could not state when he settled 
‘with the Connecticut General for the 
policies. Neither could Mr. Drewry 
state, according to the report, when Mr. 
lLecky made settlement. Both, however, 
insisted that settlement was finally made 
and that Mr. Lecky was allowed the 
commission thereon. The policies lapsed 
in September, 1923, for non-payment of 
quarterly permiums. Baker was quoted 
further as testifying that when he and 
his partner were solicited by Mr. Swink 
in July, 1923, they informed him that 
they had applied to the Connecticut Gen- 
eral, but that the policies had not been 
delivered to them, nor had they given 
any settlement for them. They also told 
him that they did not consider them- 
selves bound by the Connecticut General 
policies. Baker was quoted further as 
saving that Mr. Swink informed him and 


Royer that his company could issue 
policies cheaper than any other com- 
pany. The committee concluded that Mr. 
Swink could not be held to have vio- 
lated any law as to twisting in writing 
these policies, but it was suggested that 
he be more careful in the future in his 
statements as to the ability of his com- 
pany to-write insurance cheaper than 
other companies. It was pointed out 
that in Baker’s case, due to a recent 
change of age, his policy had to be is- 
sued at an age one year older than that 
at which the other company’s policy had 
been issued. 
Report Makes Criticisms 


With reference to Mr. Lecky’s part in 
the case, the report said: “According 
to Robert Lecky, Jr., he places life in- 
surance through various companies, 
which, as he is not a full-time life in- 
surance man, appears contrary to ar- 
ticle IX, sections 1 and 2 of the by-laws. 
A broker, among other things, must 
have a bona fide contract with one com- 
pany, and only one, to which he must 
offer all business. This by-law is abso- 
lutely necessary to the welfare and 
proper conduct of the business, and in 
our opinion Mr. Drewry is to be 
criticized for his action in accepting 
business from other than a full-time life 
insurance man and cautioned against re- 
petition under penalty provided by the 
by-laws.” 

As to the Baker-Royer case of 1924, 
Mr. Drewry was given a clean bill, as 
were W. W. Barrow, general agent for 
the New England Mutual, and Ralph P. 
Harrison, general agent for the Union 
Central, Mr. Harrison, it will be recalled, 
declined to permit Baker in 1924 to be 
written in his company when Mr. 
Souther offered him the business be- 
fore submitting it to the Conecticut 
General. Mr. Souther, who is not a 
member of the life underwriters asso- 
ciation, was severely criticized for his 
action in using methods of comparison, 
whereby gross figures instead of net 
cost were presented, without indicating 
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and its agents. 





VOLUME OF BUSINESS 


established 
MUTUAL BENEFIT agents write 
large volumes of business. That is due 
to two important reasons: 
Company’s agents are intelligent, well- 
trained men, with a vision of what Mu- 
tual Benefit Life Insurance will do for 
their clients, and, second, the policy con- 
tract has init many “salability features.” 


Besides, Mutual Benefit Policyholders 
are satisfied friends of the Company 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


NEWARK, NEW JERSEY 


fact that 


First, the 








clearly the exact nature of the illustra- 
tions and the possibility of fluctuation 
either way. 

At the same time the committee did 
not think Mr. Souther had been guilty 
of twisting in the commonly accepted 
term of the word, inasmuch as the op- 
portunity was not sought by him but 
sought him. In regard to Mr. Souther’s 
participation in the case, the committee 
said: “While this committee is mindful 
of the fact that it has no jurisdiction 
over one not a member of the associa- 
tion, at the same time on account of the 
spirit of cooperation shown by the gen- 
eral agent members, it is led to believe 
that it can reach non-member field men 





which includes: 


to Policyholders. 





Shortening 
the Selling Process 


To aid the Agent in his field work, we have a 
very practical plan of Home Office Co-operation, 


An Agent’s Training Course—a complete and 
original course for new and old agents. 


A Prospect Bureau—that devops genuine dol- 
lars-and-cents prospects. 


Selling Helps— Advertisin 
pect and policyholder alike, holds business 
and creates good will. 


Policyholders Insurance Service—Embodying the 
ideals of true service to your client. 


Health Service of the Life Extension Institute 


Supplying you with such selling tools makes your 
success greater and more productive. For infor- 
mation concerning agency opportunities, address : 


T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE COMPANY 


OF AMERICA 
Established 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 


material to pras- 











through their general agents when the 
latter are association men.” 

With reference to Messrs. Meade and 
Tinsley, the committee was not satisfied 
altogether with certain comparative pro- 
posals made in an effort to induce Royer 
to take out a Prudential policy in place 
of the Atlantic’s, but it felt confident 
that “a caution to these two gentlemen 
and their recognition of the principles 
laid down in a general opinion given by 
the committee will serve the interests 
of all concerned.” 

In the general opinion, the committee 
declared that it fully appreciated the dif- 
ficulties surrounding any attempt to con- 
trol or define “twisting” except in the 
case of applications for policies for 
which actual settlements have been 
made. At the same time the committee 
was clearly and firmly of the opinion 
that every bona fide application given 
with the intent of the applicant to ac- 
cept such insurance if and when issued 
and in the amount for which he would 
have been bound had prepayment been 
made should be considered by any agent 
subsequently soliciting such applicants as 
bona fide business, not to be interfered 
with and to be treated in similar manner 
as prepaid or established insurance would 
be treated. Further the committee felt 
that there is an obligation on the agent 
in connection with determining whether 
a bona application has previously been 
given. “It is not to the interest of the 
insuring public nor to the interest of our 
business to allow any preventable thing 
to disturb the mind of the insurance buy- 
ing public,” the committee added. 


“AP” RECORD IN SMALL TOWN 





R. Keith Charles of Timmonsville, S. C., 
Wrote As Much In Month As He 
Had In Year Previously 


l‘urther details have been received of 
the new record for number of applica 
tions written in one month made by R. 
Keith Charles, Mutual Benefit Life agent 
at Timmonsville, S. C., with 235 in Sep 
tember, an account of which was printed 
in THe Eastern UNDERWRITER last week. 
Mr. Charles wrote $410,000 in breaking 
the record, all of which was placed in 
two small towns, Timmonsville, with a 
population of 2,000, and Florence, popu 
lation 10,000. His average policy was 
$1,780. Over 50% of the business was 
prepaid. 

Mr. Charles, who places his business 
through the M. M. Mattison agency at 
Anderson, S. C., joined the Mutual Bene- 
fit in 1897 when he was twenty-six and 
he has been building up his clientele for 
the past twenty-seven years. During 
last month he wrote almost as much as 
he did in his peak year 1919 when he 
wrote $420,583. 
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Characteristics And 
Hopes of Women Agents 


WHAT KIND ARE SUCCESSFUL 





Corinne Loomis of Penn Mutual Life In 
Boston Answers Questions Which 
Confront General Agents 





Corinne V. Loomis, manager of the 
women’s department of the Penn 
Mutual, discussed some questions which 
are in the minds of many general agents 
during the company’s recent regional 
convention at Long Branch. The ques- 
tions naturally were these: What char- 
acteristics should the successful woman 
producer possess? Is college training 
necessary? What age is best? What 
locality is best? Should women be 
trained to sell to men? How much can 
a woman earn in her first year? 

Here are the answers: 

1. Characteristics. 

Answer: 

(a) First and foremost she must have 
a genuine interest in people, a kindly 
sense of humor toward human weak- 
nesses, and a real love for mankind. 

(b) She must have a pioneering in- 
stinct and a zest for adventure. To ap- 
proach it from a negative standpoint, a 
person who enjoys office work, and as 
the men put it, “Likes to keep a chair 
warm,” will never enjoy outside work. 
That person is too physically inert. 

(c) The woman must possess the 
ability to take a licking and continue 
to smile, and above all, never admit de- 
feat. 

(d) A most obvious requisite is the 
capacity to control your own time to 
schedule. This is a factor which is prob- 
ably the greatest problem in all insur- 
ance work. 

(e) A woman must possess enough 
executive ability to finance herself for at 
least six months, because you know as 
well as I do that anything sold short of 
that time, unless it is an exceptional case, 
is a fortunate chance. 

(f{) More than the average amount of 
physical and nervous energy is neces- 
sary coupled with the ability to keep 
yourself fit. 

(zg) The woman must be willing to 
pay the price and to stand the deadly 
grind which is the law for any real suc- 
cess. 

(h) In summarizing 
characteristics required in order to be 
a successful producer I should say that 
“Nothing seems to prove anything” was 
a good motto, because in the last 
analysis insurance is self-selected and 
no one can prophesy who will be a last- 
ing success. Of course, lasting success 
is the only kind we are after. 

Age 

2. What age is best? 

Answer: Frankly, I don’t know. I have 
had the best results from persons over 
thirty. The time spent on women under 
thirty has never paid for itself. 

3. Is college training necessary? 

Answer: College training doesn’t mean 
anything unless it teaches one to under- 
stand human nature better. College of- 
fers the opportunity of exercising this 
contact with people. Then again, there 
are persons with “the gift of people” 
who don’t develop until after they are 
through college. 

What previous training is helpful? 

Answer: (a) Insurance is the one busi- 

ness in the world in which everything 
of interest that you have ever learned 
will be of value. The reason is quite 
obvious. Your knowledge of biology 
may be the means of giving you the 
necessary point of contact or under- 
standing with the business man whose 
avocation is biology. 
_ (b) Any study of psychology—which 
is nothing more or less than the study 
of human reactions—is, of caurse, in- 
valuable. 

(c) Anything which trains your pow- 
ers of observation is of service to you. 

(d) Any course of training which 
teaches you to keep an open mind, which 
will prevent your going stale, and will 
freshen your vision is invaluable. 


the necessary 


Location 

5. What locality is best? 

Answer: You all know the truth of 
the lecture “Acres of Diamonds” by Rus- 
sell Conwell. I firmly believe that we 
make our own territory and that in the 
course of a few years the resale value 
of that territory to us is priceless. 

Training 

6. What course of 
you? 

Answer: Frankly, our course of train- 
ing is far from ideal. We seldom train 
more than three or four at the same 
time. That has its advantages and its 
disadvantages, but it seems to me that 
we could just as well train in larger 
groups and polish them off in smaller 
numbers. 

We divide our training course into 
four parts: 

1. The fundamental principles of in- 
surance. 

2. The fundamentals of salesmanship. 

3. A combination of the two wound 
up with practice sales of the most typical 
cases. 

4. Last but most important, a very 
careful supervision or “follow through” 
of all interviews and work of each sales- 
man. 

At first appointments run from one to 
four times a week, but finally only once 
a week. 


training have 





7. Do you train women to sell men or 
women? 

Answer: The Women’s Department 
means the training and supervision of 
women irrespective of whom they sell. 

My personal opinion leads me to be- 
lieve that except where there is a natural 
point of approach, a keen woman will 
do a better job and get quicker results 
to sell women. There are, of course, ex- 
ceptions to this rule, but in breaking into 
the business in Boston we find that in 
selling women you can develop your own 
clientele. The first time they buy of 
you and they continue to buy of you. 

In finality, another reason why a 
woman should sell a woman is, that just 
as J. Elliott Hall says to a banker, “This 
is the arrangement I have made for Mrs. 
Hall,” I can—in much the same manner 
—say to a_ successful professional 
woman, “This is what I’ve done for my- 
self,” and continue to show her why. 
Our problems are identical, which is the 
reason why I have developed a large 
clientele among the most successful 
women in Boston. 

When you go to see a man whom you 
have never seen before, the chances are 
—nine times out of ten—that he already 
carries insurance and is carrying it with 
a successful producer who is looking 
after his every need. I can see no reason 
why he should switch to me, and there- 
fore, I can’t sell him. If, on the con- 


= 


trary, there is a point of contact, as very 
frequently happens, you can usually sell 
men. For example: Take the firm that 
painted my automobile. I talked to the 
head of the firm; asked him if he had 
planned for the education of his chil- 
dren; he was interested and before I got 
through I had the satisfaction of selling 
him and most of the people in the firm. 
Here, there was a natural point of ap- 
proach. 

All insurance companies appreciate 
that the increase of their women’s busi- 
ness is going to be a tremendous factor 
in their bigger business in the next ten 
years. 

Initial Earnings 

8. How much can I earn my first 
year? 

Answer: Frankly, you will do well to 
pay your expenses and save a little, but 
your earning capacity and your income 
will increase every single year anywhere 
from $500 to $1,500, depending upon 
yourself. 

9. How do you get prospects? 

Answer: We try to begin by teaching 
our salesmen who is not a prospect. 

1. The person who is not physically 
fit. 

2. The one who has had a decrease in 
salary and an increase in expenses at 
the same time. 

Anyone who does not come into these 
two classes is a prospect. 


























Courtesy and Promptness 


“It is undoubtedly a pleasure to know that withm two 
hours after I received your very courteous and friendly 
letter in connection with my removal to Texas I was 
favored with a call from one of your local represent- 
atwes, who personally offered to fulfill the promises of 


service contained in your letter.” 


This letter was made possible by a 


Direct Mail System which follows up the policyholder regardless 
of change of address and maintains Company and Agency 
contact with him—and 


A Service Bureau which sends adequate soliciting information 
about such policyholders to the resident agent. 


That Agents and the Home Office work in close harmony 
is evidenced by the letter above. Timely cooperation turned 
a small courtesy into a real interview. 


For Agency relations write the Home Office. 


The Union Central Life Insurance Company 


Cincinnati, Ohio 
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hION AND PROFIT 


of acquisition cost prob 


PRODUC 


In these day 


lems the casualty underwriter is in the 
difficult position ol having to breathe en 
thusiasm for one branch of the business 


while he holds hi 


othet Thus, blowing hot 


breath entirely as to 
and cold as it 


were, he is doing a more difficult act 


than the juggler on the tightrope at the 
circus. From the standpoint of produc 
tion psychology, his situation is bad, il 


not fatal. Even if the casualty under 


that rare gift of burning e1 


writer has 


thusiasm on one subject while he = is 
coldly conservative on another, he can’t 
make the “go-getter” that way. The 


note of restraint as voiced by one under 


writer is stated in the following : 

Business of course cannot exist with 
business getter, but the insur 
often been cursed 


out the 
ance Compantes have : 
by placing too much emphasis on pro 
duction and the who handle this 
de of the ame 

Anyone knows that taking in one dol 
iar and paying out $1.10 is not good bus! 
ness, but not all persons, and the term 
includes corporations, know that they 
ire guilty of doing this. “Produce” ts 
the slogan and it is assumed that profit 
will take care of itself. It won't. It is 
beast and cannot endure be 
ine ignored. Forget about it ior any 
leneth of time and it becomes entirely 
estranged and trying to coax it back into 
the fold usually requires giving produc 
blow in the solar plexus. 
nce company or sub-depart 
ment which neglects profit and bows to 
the seemingly golden god production 
invariably finds itself up to its 
Liberal underwriting at 
producers with an 
business and good 


mien 


a ECNsitive 


tion a severe 
Phe imsura 


aimost 
neck in grief. 
tracts a chentele ot 
undesirable class ot 
producers shopping substandard 
The acceptance ol shady risks from the 
latter type usually does not tend to bring 
remainder of their business, as the 
wise insurance broker with rather 
strong suspicion on the company which 
will accept undesirable lines. It is the 
usual belief that the insurer evens up in 
the matter of claim adjustments and 
there is undoubtedly reason for this. 
Soner or later, during a “go-getting 
orgy,” someone wants to know if the 
acquisition cost and claim payments 
leave any surplus for dividends and 
other trifles. Such an accounting brings 
a big jolt and the pain and surprise ex- 


lines 


in the 


looks 





SEEK $15,000,000 

Books Bros., Real Estate Operators of 

Detroit, Want Record Cover; Loe 

Thomas Handling Case 

Leo Thomas, the wellknown big per- 
sonal writer of Detroit is trying to place 
a ling of $15,000,000 insurance on the 
lives of Book Brothers, the Detroit real 


estate operators. About half of the line 
has already been written and the Amer- 
ican, Canadian and European’ com- 


panies are being called on to take some 
of the business. 

There are hree Book Brothers, 29, 31, 
and 34, all officers of their company. 
These brothers developed the Washing- 
ton Boulevard section in the heart of 
Detroit. A few years ago they were 
unknown and today they possess mil- 
lions in developed property as well as 
millions more under way. 


NEWARK DOUBLES CAPITAL | 

The board of directors of the Newark 
Fire last week declared a stock dividend 
increasing the capital stock of the com- 
pany from $500,000 to $1,000,000. The 
net surplus of the company is now over 
$1,200,000. Control of the Newark was 
purchased by the Royal in 1917 and 
since that time the company has been 
growing steadily under the direction of 
President A. R. Monroe. 

OSWALD G. BOYLE DEAD 

On Tuesday morning of this week 
death called Oswald G. Boyle, lately re- 
tired United States Manager of the At- 
las Insurance Co., Ltd., following a pro- 
tracted and complicated illness. Mr. 
Boyle entered the insurance business 
asa 25 rk with the old American Insur- 
New York in 1891. In 1896 
he was appointed special agent of the 
Manchester Insurance Co. and joined 
the Atlas family when the former com- 
pany was absorbed by the latter. He 
became general agent of the Atlas in 
1917; sub manager in 1920 and United 
States manager in 1922 on the retire- 
ment of Frank Lock. 


ance o. of 


Charles B. ial district agent of the 


Provident Mutual for Litchfield Coun- 
ty, Conn., is a life insurance man who 
stands very high in his territory. He is 


president of the Winsted Rotary Club, 
secretary of the Litchfield County Auto- 
mobile Association and a director and 


active influence in the Winsted Y; MM. 
C. A. The “Winsted Times” recently 
said of Mr. Moore: “There are hundreds 


in Litchfield County and many 

residing outside of it who appreciate 

that they owe a debt of gratitude to 

Charles B. Moore for having induced 

them to start saving a part of their in- 

systematically through insurance. 
x * 

E. G. Galt, assistant secretary 
Pacific Coast head office of the 
politan Life has been connected with 
the company for thirty years. He is 
a native of California and first entered 
the business when he joined the Pacific 
Mutual Life in its industrial department. 
He was previously superintendent of 
agencies at the Pacific Coast office. 


of people 


come 


at the 
Metro- 


perienced leads to a complete reversal of 
underwriting principles and the radical 
change drives the established set of pro- 
ducers away and business is paralyzed— 
at least temporarily, but more often for 
a year or more. 

What is the use of conducting busi- 
ness on a basis of extremes? The mid- 
dle ground with profit well taken care of 
is the safe course and time will take 
care of the volume. 

The various insurance companies 
should realize more the value of profit 
and the men who are constantly strug- 
gling to keep it in existence. The only 
way to make money on some kinds of 
business is not to write it. 

Our hats should be taken off more 
often to the man who sits behind the 
scenes and strives to protect the inter- 
ests of the company, as, after all, he 1s 
the one who ts responsible for building 
up the surplus. 














The Human Side of Insurance 














MRS. 


LOWRY L. LOWRY, St. 

Sumpter L. Lowry, agent for the Re- 
liance Life of Pittsburgh at Tampa, 
Ila., is one of the commissioners in the 
commission form of government of that 
city, in addition to being a mighty fine 
life insurance agent. He is seventy- 
years old and,acts and looks like 
forty-five. 


nine 
He and Mrs. Lowry were in 
attendance at the Reliance Life conven- 
tion last week at White Sulphur Springs, 
W. Va. After the meeting they came on 
to New York City to see their daugh- 
ter, Miss Isabella Willis Lewis Lowry, 
who is attending Barnard College. Mr. 
Lowry has been in the life insurance 
business for thirty-five years, twenty of 
which have been spent with the Reliance 
Life and is the second oldest agent of 
than $15,- 

force in his 
sons in the life 
business. S. L. Lowry, Jr., is 
Victory National Life 
Tampa, Fla., a com- 
pany which is one year old, has $500,000 
capital and $500,000 surplus, and $4,000,- 
000 of force. S. L. 
Sr., has never been 


the company. He has more 
000,000 of 


agency. He has two 


business) in 


insurance 
president of the 
Insurance Co. of 


business in Lowry, 
sick a day in his 
With- 
in a year at a ball in Tampa he started 
to dance at 8 o'clock one eveniing with 
a pedometer attached to one of his feet 
and at 7 o'clock the next morning he 
had danced 104 miles. Mr. Lowry is in 
the thick of affairs having to do with 
rapidly Tampa. <A _ courtly 
gentleman of the old Southern 
full of pluck and energy, 


life nor taken a dose of medicine. 


developing 
school, 
Tampa owes 
him much. His intense loyalty and ready 
willingness to shoulder 
dens that a greater 


additional bur- 
Tampa might re- 


sult has given big impetus to the move- 


» ment. 


* 


Eldon D. Wilson, superintendent of 
agents for the Mutual Life of New York 
in Virginia, has been elected a member 
of the advisory council of the Virginia 
Association Workers for the Blind. He 
addressed a meeting in Charlottesville 


last week in the interest of the work of 


the organization. 


Colonel William H. Palmer, president 
of the Virginia 
brated his 


lire and cele- 
eighty-ninth birthday anni- 
versary the other day and was the reci- 
pient of many felicitations. He has been 
head of the V. F and M. 1892, 
having been elected president after he 
had wound up the 
Virginia Home 


Marine, 


since 


affairs of the old 
with which he 
nected in an executive 


Was con- 
capacity. He has 


also long been associated with the 
Mutual Assurance Society of Virginia 
and is now chairman of its board of 


directors. His son, Edwin A. 
is principal agent of the society.. An- 
other son, William H. Palmer, Jr., is 
vice president of the V. F. and M. 
Colonel Palmer began his business 
Richmond at the age of 15 
went to work for his 
William Palmer, a dealer 
implements and 
ing the war 
served as a 


Palmer, 


career in 
when he father, 
in agricultural 
farmers’ supplies. Dur- 
between the = states, he 
Confederate officer, enter- 
war as a lieutenant of infantry 
and rising to commander of his regi- 
ment. Though not so active now as in 
former days, he is still able to give at- 
tention to business duties and keeps in 
close touch with affairs of the V. F. and 
M. as well with 
which he 


ine the 


other with 


Colonel Palmer 


interests 
is associated. 
was for 


many years president of the 
State and City Bank and Trust Com- 
pany of Richmond. Several years ago 


he retired from the presidency, becom- 
ing chairman of the board. His busi- 
ness greatly upon _ his 
which they say is as 
and unerring today 


associates rely 
judgment sound 
as it ever was. 

* OK ok 


Warren C. Flynn, manager of the 
Massachusetts Mutual Life at St. Louis, 
is one of the directors of the newly 
organized Real Estate Mortgage Trust 
Co. of St. Louis. The chief officers of 
the company are J. Lionberger Davis, 
chairman of the board; Lawrence E. 
Mahan, president, and Lewis S. Haslam, 
vice-president and treasurer. Mr. Has- 
lam was for many years connected with 
the Simmons interests of St. Louis as 
financial officer and counsel. 

x ok Ok 


Miss Marion H. McClench, daughter 
of the president of the Massachusetts 
Mutual Life and a member of the staff 
of the women’s department of the De- 
troit agency of the company, has been 
elected president of the Michigan Fed- 
eration of Business and Professional 
Women’s Clubs. Miss McClench has 
been active in this organization for sev- 
eral years and last year was elected 
vice-president of the State Federation 
and also is prominent in the National 
Federation. Mrs. Olive Joy Wright oi 
the Cleveland agency of the M: issa- 
chusetts Mutual Life, is first vice-presi- 
dent of the National Federation of Busi- 
ness and Professional Women’s Clubs. 


“2 


Miss Marion French, of the L iverpool 
& London & Globe, the representative 
of the London Women’s Advisory Com- 
mittee of the Guild of Insurance Officials 
on the Consultative Committee of Wom- 
en’s Organizations, London, attended an 
enjoyable “At Home” given by Lady 
Astor, M. P., at her private residence 
recently. 

+ ok 


Fred R. Smith, 


chief accountant of 


the Chicago office of the Zurich, was 4 
York this week. 


New 


visitor in 
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Penn. Assn. Hits Auto 
Dealers and Mutuals 


AT ALTOONA ANNUAL MEETING 





President Biddle Names These Two 
Problems As Close to Hearts of 
Association Members 





Altoona, Pa., Oct. lo—President Charles 
H. Biddle, of the Pennsylvania Asso- 
ciation of Insurance Agents, touched on 
two highly important state problems in 
the course of his report to the annual 
convention meeting here today at the 
Penn Alto Hotel, namely the ethics of 
local agencies representing both stock 
and mutual companies and the unre- 
strained competition of auto dealers as 
insurance agents acting for mutuals and 
reciprocals. The incorporation of the 
state association was also urged by Mr. 
Biddle, who talked at length on the 
possible power and influence of the 
association if its members care to con- 
tinue to make it the virile body it is 
now. 

Following are extracts from President 
Biddle’s address: 

“I do not believe in the representa- 
tion of both standard stock companies 
writing at conference rates, and mu- 
tuals, reciprocals, or cut-rate companies 
in one and the same office. 1 do not see 
how this representation can be carried 
out in fairness to either the agent or 
the public. I repeat that the easiest 
thing | know of is to sell cheap insur- 
ance; and the hardest thing | know of 
is to ultimately recover from the effects 
of selling cheap insurance in your com- 
munity. It strikes me that a hundred 
years has in all probability been a suf- 
ficient length of time to teach the stock 
companies how to conduct their busi- 
ness, and if they find it necessary in 
order to continue the business and in 
order to maintain the American Agency 
System with its wealth of service, to 
charge a certain rate upon a certain 
hazard, then it is my firm belief that 
the said rate is equitable and that the 
risk cannot be both properly carried and 
served at a lesser rate. 

“To date the only true exception to 
this condition is the elimination of the 
agent and the return of his hire to the 
assured, and if the present day agent 
is not worthy of his hire then | do not 
believe that any professional man_ is 
necessary to the best interests of his 
community. But I am not entirely con- 
vinced that an agent need lose too much 
of his business to this unfair competi- 
tion; that he should sacrifice too greatly 
lor principle. In many sections of this 
country mutuals are represented along 
with stock companies as the usual thing. 

“It seems to be a matter of education 
both of the public and of the agent, 
but we in Pennsylvania are not yet 
ready to assimilate this condition and 
if we do not take a determined stand 
upon the matter we are likely to suffer 
many troubles in the near future which 
shall be greatly detrimental to our busi- 
ness as well as our principles. There- 
lore, in order to come to some decision, 
| would express myself as being open 
to argument and. conviction in favor of 
dual representation to the extent of 
probably 90 per cent stock and 10 per 
cent mutual division of annual premium. 

“I do not intend to apply this sug- 
gestion to my own case, but the past 
two years have shown me that there 
are a number of our members who are 
in difficulty at the present time because 
of unfair competition, and while I am 
determined and am strongly in favor of 
the good fight, yet I am not so hard 
as to demand of a man that he sacrifice 
his livelihood to a principle promulgated 
by others which may not at all fit his 
individual case. Honor and common- 


sense are the elements which best serve 
to decide this question for the individual. 
You will notice that in the foregoing 
| have confined my assertions to mu- 
tuals, thereby meaning mutuals of the 
best class. 


Has No Use For Reciprocals 


“| have no use for reciprocals, or 
cut-rate companies or other leaches of 
like character. In my foregoing state- 
ment I am only attempting to solve a 
problem which does not interest me 
personally insofar as my individual busi- 
ness is concerned, but interests me 
rather as the executive officer of the 
association. | cannot let my personal 
beliefs interfere with the welfare of the 
members of the organization at large. 
Therefore this matter will be brought 
to you for discussion in this meeting and 
you should decide before leaving the 
convention whether our organization 
shall be lett open to agents representing 
both mutual and stock interests without 
restrictions; whether it shall be limited 
entirely to straight standard stock in- 
terests; or whether a compromise can 
be made which might be best for the 
greater number. 

“We know that many of our present 
offices have some mutual representation, 
based on the thought of protecting 
the business which they now have, and 
as | have before stated, it is for you 
to concede that such agents may be as 
well able to think for themselves as 
we are. This is as far as I can go and 
the final decision upon this matter rests 
in your hands. 


Auto Dealers In Insurance 


“Closely allied with this mutual ques- 
tion 1s the situation of the automobile 
dealers in this State, their relations with 
you and the recent injection of mutual- 
ism into the ranks of their organiza- 
tion, the Penna Automotive Association. 
Those of you who have been sincerely 
interested in our work have been made 
entirely conversant with this condition 
through the many pamphlets, letters, 
circulars and other publications upon 
the subject. The freedom with which 
the mutuals operate in this State and 
the utter lack of restraint or require- 
ment, in the matter of appointing agents 
has led to a very serious condition 
which calls for immediate action. 

“It is our understanding that mutuals 
can appoint any automobile dealer 
whom they see fit as an agent, to write 
not only his own business, but also that 
upon the cars which he sells. If the 
plan is successful in the eyes of the 
larger dealers it will not be long before 
their influence will effect the smaller 
ones. It is not possible to correct this 
condition unless you go to the root of 
the evil, namely the condition of our 
laws, which at present apply all their 
energies to restrict standard stock com- 
panies, while the mutuals are free in 
every respect to do as they see fit. 

“To attack the present laws respon- 
sible for this unfair and outrageous con- 
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dition is a vast undertaking, but if you 
are sincerely interested you can at least 
begin to investigate and to build up 
your side of the case, and if the further 
discussion upon this subject at a later 
time during the convention warrants, 
you should indicate that your next Ex- 
ecutive shall appoint a committee who 
as your accredited representatives shall 
go into this matter with determined 
spirit and with insistent effort. No one 
can do this for you!! It does seem to 
me that the six or eight thousand 
straight standard stock company repre- 
sentatives in this State can form them- 
selves into an alliance with sufficient 
power to show the Legislature that the 
mutual conditions which existed fifty 
years ago are so utterly changed that 
the laws of this day can no longer be 
equitably applied and made to fit the 
present condition in which the insurance 
business finds itself. 

“That you must further strengthen your 
own organization to do battle against 
all other forms of insurance is a fact 
which must be very evident to you all, 
and the following message from the 
largest and most influential business- 
men’s organization in Detroit to an in- 
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surance agent running for the Legisla- 
ture shows you how the inter-insurance 
idea 1s being absorbed by men of ability 
and standing whom one might think 
could readily perceive the hidden 
dangers—One of the reasons you are 
opposed by those interested in the so- 
called businessmen’s slate was your at- 
titude on reciprocal insurance.’ This 
man was defeated for the Legislature. 


Praises Insurance Press 


“I cannot pass on the other matters 
without first mentioning the assistance 
which has been rendered us during the 
past year by the insurance press. We 
have depended upon them for a great 
amount of our publicity and it has been 
my privilege and pleasure to meet and 
know several of the editors whom I 
have found to be enthusiastic advocates 
of the agent in particular and of the 
American Agency system in general, 
especially in its relations to the stand- 
ard stock company. The press is your 
friend and you will do well to read it 
to a far greater extent than most of 
you do, since it is the one medium which 
will keep you posted upon the manner 
in which your problems are handled in 
other sections.” 


A. M. THORBURN DIES 


Alfred Macdonald Thorburn, senior 
partner of the insurance brokerage firm 
of Thorburn, Peck & Co., died suddenly 
at his home here Tuesday morning at 
the age of sixty-five. For more than a 
quarter of a century Mr. Thorburn was 
secretary of the United States branch 
of the Sun Insurance Office of London, 
holding that position from 1893 until 
1919. At the time of his death he was 
a director of the Patriotic Sun of Amer- 
ica and Sun Indemnity. He was much 
interested in welfare work and held 
many high positions with fire company 
organizations in this city. Mr. Thor- 


burn leaves a widow and three daugh- 
ters. 
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Criticises Mixing 
Stock and Mutuals 


IN SAME LOCAL FIRE AGENCY 


Penn. Agent Denounces Agent Who 
Sells Covers at Cut-Rates in Com- 
petition With Own Companies 


\ltoona, Pa., Oct. 16—I. F. Dempsey, 
Dempsey & Andrews, local agents at 

‘ Bethlehem, Pa., speaking this after- 
before the annual convention of 


ociation of Insur- 


Penn Alto Hotel, 


the Pennsylvania A 


ince Agents at the 


characterized as “Judas” agents those 
ho represented both stock companies 
ind mutuals and sold mutual insurance 
in competition with their own companies 
1 di trict vhere they were not licensed 
rite hock covers. Calling on local 
to stop this practice where they 
found it existing, Mr. Dempsey said in 
art 
“What sort of agent may be classed 
as a ‘Judas’ or betrayer, in his relations 
and betrayal of his fellow agents; and 
hat busine practices may be con 
trued a a betrayal 
Ve believe that most agents are 
ictuated and governed by a high appre 
iation of their obligations contained in 
their contract agreements with then 
mipanic that they will write their 
usiness at regular promulgated schedule 
rate ruth forces the admission that 
ne agents do not faithfully observe 
these iwreements outside their im 
wdiate territory, and this leads us to 
realization that we have the ‘Judas 
\vent mi thie ranks ol our busine SS o1 
yrotession; but let us hope not within 
the membership of this association. An 


carly jution of this problem 1s one 
that confronts this association and we 
hope some definite action may be taken 
before this convention adjourns that wall 
eliminate the ‘Judas’ from the ranks of 
the legitimate field of stock company in 


urance 
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“To illustrate a concrete case that may 
help us recognize the ‘Judas,’ we will 
use the John Doe Agency instead of a 
real one. The Doe Agency has fifteen 
or twenty stock companies in its office, 
with a half dozen mutuals. Mr. Doe’s 
ambition leads him beyond the limits of 
the territory in which he may write busi- 
ness dor his stock companies, and to 
avoid this difficulty, he uses his mutuals. 
The stock companies’ rates being the 
sume as these of the local agent outside 
his home territory, it would be quite im- 
possible for him to secure and write the 
business in clean competition with the 
local agents representing stock com- 
panies. 

“Mr. Doe secures the general agent’s 
contract with the mutuals which will 
permit him to write business in most 
any part of the state, and armed with 
these, he proceeds to appoint agents to 
solicit and forward business to his 
agency at mutual cut rates from 20 to 
50 per cent under the regular schedule 
rates of the stock companies. The busi- 
ness is generally sold on the cash pre 
mium plan, and no explanation given the 
assured that he is liable for additional 
premiums in the form of assessments, 
should they be necessary. 


“Not only does he use the mutuals 
to cut rates, but in some cases he mis- 
represents to the assured, the companies 
he represents in his home agency, there 
by making it difficult for the local agent 
to explain why Mr. Doe can come into 
his territory and write business at lower 
rates than he, the local agent can offer. 


“Not only is such an agent a ‘Judas, 
he is an insurance ‘Pirate,’ using the 
stock company flag and the standing it 
may give him, to go out and raid the 
local agents’ business with his mutuals, 
in addition to sowing seeds of suspic ion 
of unfairness of the stock companies, in 
the minds of the insuring public; for 
he frankly tells you he has stock com 
panies in his agency, but they are rob- 
bing the public in that particular terri- 
tory, and he 


is offering special rates to 
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a number of selected risks in that town 
or community. How long will any re- 
spectable stock company continue in a 
‘Judas’ agency of this caliber. Good 
business would dictate just long enough 
for their special agents to call and se- 
cure their supplies with any unpaid bal- 
ances due them. We have come in con- 
tact with this type who stated to us, that 
if he had a half dozen mutuals as strong 


as the ‘Blank’ Mutual, he could stuff 
them with all the business they could 
take. Gentlemen, where is the stuffing 


coming from—your business and ours.” 


NEW SUN SPECIAL IN PENN. 

Announcement is made by Preston T. 
Kelsey, United States manager of the 
Sun Insurance Office, and president of 
the Patriotic of America, of the appoint- 
ment of Carl H. Bundow as special agent 
in Pennsylvania to assist State Agent 
W. R. Budlong. Special Agent Bundow 
is an experienced underwriter. 


St. Louis Local Agents Are 
Using Co-operative Fire Ads. 


The first underwriters of St. Louis 
(local agents), realizing the good that 
would come from a better understanding 
of the principles of insurance and the 
importance of choosing sound, substan- 
tial old line companies, are now running 
a co-operative advertising campaign in 
two local papers, the “Globe Democrat 
and “Post Dispatch.” 

The St. Louis agents are using three 
column, fifteen inch space, one a week 
alternating between the two papers. The 
Underwriters’ Association had the co 
operation of the advertising department, 
Hartford Fire, in developing and plan- 
ning this co- operative advertising. 





Three new life members of the Insur- 
ance Society of New York are C. V. 
Messerole, of the Pacific and Stuyvesant; 
Wallace Reid, New York agent; and R. 
P. Barbour, North British & Mercantile. 
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Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ......2 *$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 


other liabilities. 8,181,979.10 
Net Surplus... *3,501,619.22 
metal: skis $14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


*“As changed April, 1824. 
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Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$1,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 





other liabilities.. 2,949,864 30 
Net Surplus. . 1,075,257.03 
Total 6666042 $5,025,111.42 


Policyholders’ Surplus, 
$2,075,257.03 
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Capital ........$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
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Net Surplus... 
Total .........$3,673,818.99 


Policyholders’ Surplus, 
$1,465,373.90 
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Reserve Reinsur- 
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all other Habili- 
MERE: occiediakcnes 


Net Surplus ....1,819,295.85 





Total .........§$4,757,641.29 


Surplus to Policyhelders, 
$1,819,295.35 
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Coast Man Has 
New Scheme to 
Line Up Agents 


Secretary California Association 
Asks Fellow Members to Tell 
How Much They Give 
Each Company 


TO REWARD “GOOD AGENTS” 
Regarded as Club to Swing Com- 
panies Into Line for National 
Association Principles 


of the segregation activities 


In view 
of the representatives of the National 
Association of Insurance Agents in 
putting into two corrals “black sheep 
companies” and “white sheep  com- 


panies,” with a slogan expressed at num- 
erous agency meetings to the effect that 
“we (the agents) should aid our friends 
and punish our enemies,” the sea of in- 
surance politics is getting very choppy. 
“The black sheep companies” are those 
“who are disloyal to the principles of 
the National Association of Insurance 
Agents.” 

In order to see how complicated the 
matter has become THe EasterN UNDER- 
WRITER prints herewith a remarkable 
document in the form of a confidential 
letter sent by C. A. Ricks, secretary of 
the California Association of Insurance 
Agents to every member of that associa- 
tion, in which he requests private pre- 
mium volume information, with names of 
companies, so that he can keep the in- 
formation in his file and use it effectively 
if the occasion arises. Soon after the 
letter was sent out it came into the 
possession of company officials, some of 
whom were amused; and some of whom 
got mad. ‘The letter follows: 

“Please send Ricks a list of the com- 
panies you represent; fire, auto and 
casualty. This list will be far more ef- 
fective if you indicate about how much 
business you give each company per 
year. For instance, say, Niagara $1,500; 
Phoenix Assurance, $1, 20; L. L. & eG. 
$8,000, ete. 
amount in dollars, please indicate what 
business you give the companies by the 
words ‘I give them a lot of business,’ ‘I 
give them a fair business, or ‘I give 
them very little business.’ 

“What I am trying to compile is an 
up-to-date list of the premium producers 
for each company. I want to be able to 
shoot a message to the principal agents 
of any one company at any time. It is 
just as vital that your Association offices 
have a list of all the agents representing 
any one company, as it is that the com- 
panies have such a list. 

“Tf I should want to adjust any matter 
for any company or special agent I 
should be in a position to refer it to 
the good agents of that company. Let 
us have a good organization while we 
are about it. 

“My files are confidential and you need 
not be afraid of information leaking out 
concerning your business. 

“Yours fraternally, C. A. Ricks, Sec- 
retary, California Association of Insur- 
ance Agents.” 
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AGAIN HEADS ADVISORY COMM. 





President Smith of National of Hart- 
ford Reappointed Chairman of 
Chamber of Commerce Body 
Washington, Oct. 16—H. A. Smith, 
president of the National Fire of Hart- 
ford, has been reappointed chairman of 
the Advisory Committee to the Insur- 
ance Department of the Chamber of 
Commerce of the United States, the per- 
sonnel of which has been named by 
President Grant for 1924-1925. The com- 
mittee has been selected with a view to 


the representation not only of the 
various forms of insurance but the 
policyholders. 

Members, in addition to Mr. Smith, 


are: 

William Brosmith, vice-president, 
Travelers, Hartford; David Brown, man- 
ager, insurance department, The Texas 
Co., New York City; F. Highlands 
Burns, president, Maryland Casualty, 
Saltimore; Walton L. Crocker, presi- 
dent, John Hancock Mutual Life, Bos- 
ton; Haley Fiske, president, Metro- 
politan Life, New York; Craig B. Hazel- 
wood, vice-president, Union Trust Com- 
pany, Chicago; Dr. S. S. Huebner, Uni- 
versity of Pennsylvania, Philadelphia; 
James S. Kemper, president, Lumber- 
men’s Mutual Casualty, Chicago, Ill.; J. 
B. Levison, president, Firemen’s Fund, 
San Francisco; C. A. Ludlum, vice-presi- 
dent, Home, New York; George 
D. Markham, W. H. Markham, & 
Co., St. Louis, Mo.; W. E. Straub, 
president, Farmers Mutual, Lin- 
coln, Neb.; L. R. Welch, president, 
Fitchburg Mutual Fire, Fitchburg, 
Mass.; Kdward A. Woods, president, 
Edward A. Woods Company, Pitts- 
burgh; James L. Madden, secretary, 
Manager Insurance Department, us 
Chamber of Commerce, Washington, 

The members of the Insurance Ad- 
visory Committee will give their atten- 
tion to the consideration of national 
problems involving the interests of in- 
surance companies as well as policyhold- 
ers, especially legislative questions. 


SCRANTON AGENT DIES 
Col. Frederick L. Hitchcock, for many 
years a prominent local agent at Scran- 
ton, Pa., died in that city on October 9 
while recuperating from a broken limb. 
He was eighty-seven years old. 





Levison’s Pointers for 
Winning Good Will 





END INSURANCE BICKERING 
Support Organizations; Tell of Con- 
structive Activities; Mix More 


In Public Bodies 





That the fire insurance business of 
the country is approaching a great crisis 
and for that crisis the insurance people 
themselves are to blame by reason of 
their quarreling among themselves and 
to their isolated position generally oc- 
cupied in the business world, which 
paves the way to misunderstanding ot 
insurance and public attacks thereon, 
was the gist of the address deliv- 
ered by President J. B. Levison of 
the Fireman’s Fund in Chicago on 
October 15 before the Fire Under- 
writers’ Association of the North- 
west. He scored the tendency of fire 
insurance people “to continue the beaten 
path” and their all around lack of co- 
operation and support of their own or- 


ganizations, resulting in laxity of rule 
observance. Along this line he said in 
part: 


“And this brings us to the lack of 
harmony existing at the present time, 
not alone between company executives, 
but between local agents and company 
executives. I want to say with all the 
seriousness that it is possible for me to 
put into words, that unless these differ- 
ences are composed and we ourselves 
agree upon the method of conducting 
our business we will find ourselves, and 
this before very long, hopelessly involved 
in a maze of interference on the part 
of the State, through legislators and 
state officials, the result of which it is 
impossible to foretell. [ think I am 
within the mark when I say that there 
is today less harmony and more per- 
sonal antagonism in the fire insurance 
business than in any other great busi- 
ness. Why? What is the cause of it 
all? As far as I can see it is nothing 
but an overwhelming personal ambition 
and an apparently unquenchable greed 
for premiums. No business great or 
small can prosper so long as it does not 
present a united front to the outside 





world and here is where we have failed 
lamentably and where conditions at the 
moment seem to be getting worse in- 
stead of better. 

“In view of the fact that I am ad- 
dressing the insurance men of the great 
Middle West, to say with all emphasis, 
that so long as the present condition 
continues the situation is utterly hope- 
less and must drift from bad to worse. 


We cannot expect support from busi- 
ness men when we _ cannot agree 
among ourselves, nor can we com- 
plain of interference by legislators 
when we are told that many men 
in the business invite such  inter- 


ference as a solution of existing diffi- 
culties and last, but by no means least, 
we are by our very acts furnishing am- 
munition to our enemies which they are 
not slow to use against us.” 

Ir. Levison said every insurance man 
should help acquaint the public with the 
oustanding constructive work fire in- 
surance is doing unobtrusively, such as 
the activities of the National Board, Un- 
derwriters’ Laboratories, National Fire 
Protection Association and _— similar 
bodies, and the progressiveness of fire 
companies in developing new brands of 


protection to meet business require- 
ments. 

Mr. Levison concluded his talk by 
offering his suggestion of a remedial 


nature, and these were: 

“We must first submerge selfish inter- 
ests and personal ambitions so that 
there will be harmonious co-operation. 

“Again, there must be active partici- 
pation on our part in public affairs of 
every nature, civic, political and com- 
mercial. 

“Together with this should be devel- 
oped a comprehensive program of edu- 
cation and enlightenment of the public 
along the very broadest lines and on a 
much wider scale than has heretofore 
been even as much as considered. 

“With all this accomplished at least 
approximately the relationship of insur- 
ance to the public will be much closer, 
much happier and on a footing, in my 
judgment not possible under existing 
conditions.” 

MARINE COURSE OPENS OCT 23 
Second Year To Deal With Actual Prac- 
tise of Business; Many Prominent 
Speakers on Schedule 
The Insurance Society of New York 
has issued its outline for the second year 
course in marine insurance dealing with 
the practices of marine underwriting. 
The course will open on October 23 and 
close April 2 with lectures on Thursdays 
from 1:00 to 1:45 p. m. in the New York 
Board Room at 123 William Street. 
Many excellent insurance and shipping 
men have been secured as lecturers so 
that the course offers a splendid oppor- 
tunity for those interested in marine in- 
surance to increase their knowledge of 

this subject. 

Among those who will lecture before 
the marine classes will be the following 
well-known men: Hendon Chubb, Chas. 
R. Page, William H. McGee, Frank 
H. Cauty, Lawrence J. Brengle, Louis 
F. Burke, Henry H. Reed, Howard W. 
Seebe, and J. Stewart Gilbertson, all 
marine insurance underwriters or loss 
adjusters; and Capt. C. N. McAllister, 
vice-president American Bureau of 


Shipping; Robert H. Overstreet, Emer- 
gency Fleet Corporation, representing 
the shipping business, and others. 
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OVER A HALF CENTURY IN THE UNITED STATES 


U. S. BRANCH 
84 William Street New York City 


John H. Packard, United States Manager 


Everett W. Nourse, Assistant Manager 


From the Charter granted in 1720 to 
THE LONDON ASSURANCE——— 


“To make Assurances of Houses, Warehouses, Goods, Wares and 
Merchandise from Accidents by Fire which tends to the Publick 
Good and Security of Many who have been and may be Preserved 
from the Ruin and Impoverishment which otherwise might ensue 
from such Calamities.” 


It is only natural that with such an ideal of public service 
the Corporation has prospered and endured and by its 
record may be rated as among the very strongest of the 
world’s successful insurance organizations. This year 
marks the 52nd anniversary of the entrance of The Lon- 
don Assurance into the United States and the 204th of 
its world wide activity. A permanent dependable fire 
office that has the confidence of its agents and those with 
whom it transacts business. 





Che Manhattan Fire and Marine Insurance Co. 


84 WILLIAM STREET 
NEW YORK CITY 


John H. Packard, President 
Everett W. Nourse, Vice-President J. M. Mendell, Vice-President 
Frederick A. Johnston, Secretary Wm. Schaefer, Asst.’Secretary 
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Calls Auto Collision 
Losses Highest of All 


POLICY COVERS TOO MUCH 


F. L. Erion, Chicago Adjuster, Tells 
Northwest Ass’n His Views on 


Cash Value Policy 


Frank L. Erion, of Frank L. Erion 
& Co., loss adjusters in Chicago, gave 


an exhaustive talk on automobile in- 
surance recently before the annual 
meeting of the Fire Underwriters’ As- 


sociation of the Northwest, 
Chicago. Some of the most interesting 
parts of Mr. Erion’s address dealt with 
his views on collision insurance and the 
actual cash value policy now being tried 
out in the Middle West. The speaker's 
ideas on these subjects follow: 


meeting in 


full coverage collision carries the 
banner tor high loss cost and there are 
many freak collision claims paid, the 


courts almost invariably finding for the 
car owner. The collision 
broad; it was. originally 
cover only collision with other vehicles 
on the street or road, but it has been 
found to cover any loss caused by con- 
tact with anything. Heavy snow caused 
the root of a garage to collapse and 
the timbers crushed the automobile 
top; hail beat the windows out of a 
sedan; a stray shot punctured the wind 
shield; a driver turned out to avoid 
road barricade and went into a ditch; 
boys damaged the paint by throwing 
stones against a car; building painters 
dropped paint on a limousine top; the 
rear wheel dropped into a chuck hoie, 
broke an axle, ete. 

In trying to stop quickly on a cement 
road, to avoid collision, a big limousine 
turned turtle; during a tornado a tree 
was blown heavily against a car. In 
each case it was a collision and the loss 
was paid. Collision losses occur en- 
tour, at distant points. Sometimes they 
are promptly reported; sometimes the 
owner has repairs made, proceeds on his 
way and reports when he gets back 
home. The savesey itions are expen- 
sive, but owing to the percentage of 
phoney claims, cannot be avoided, and 
taken all in all the full cover collision 
policy produces the highest loss ratio. 
The remedy is to more carefully in- 
vestigate and adjust the losses, or de- 
cline to write collision with a 
deductible clause and then investigate 
to see that several minor acidents are 
not included in one claim for the pur 
pose of avoiding the deductible in each 
case. 


cover is too 
intended to 


except 


Commercial Cars Most Profitable 
Commercial trucks 
of individual owners 
payment plan) are the 


(excluding those 
bought on time 
most profitable 


class for tire, theft and deductible coi 
lision, but they produce many property 
damage claims, all of which are not 
legitimate. A company official was in a 
distant city where he saw two heavy 
trucks in a narrow street. ‘The driver 
of one asked the driver of the other 


if his firm‘carried property damage in 
surance and upon receiving an afhirma 
tive reply said “Back into my front end, 
will you, 1 need a new radiator.” In 
a moment the deed was done; a nearby 
policeman berated the careless driver 
and proof of the accident was thus made 
certain. 

The worst collision experience has 
been on cars priced from $800 to $1,300 


and the second year of the life of pas- 


senger cars hasbeen the worst year for 
fire losses. Ford cars represent about 
20 per cent of the business; formerly 
theft of open cars predominated, but 
this has changed until now about 50 
per cent of cars stolen, except Fords, 
are closed cars, while 77 per cent of the 


lords stolen are closed. 
Favors Cash Value Policy 


_ The “actual cash value” policy, some- 
times improperly called the “No Amount 
policy, because no amount is stated, will 
in a large measure eliminate the danger 
ot Over-insurance and there are those 


who believe its universal use, even in 
the larger cities, is not far distant. Some 
adjusters feel that its use will greatly 
increase their burden and the chances 
of overpaying losses, especially as con- 
cerns total losses to cars that are nearly 


new, whereas the amount stated in the 
usual form of policy acts as a stop 
limit. 


A stipulated minimum rate of de- 
preciation would eliminate such danger, 
and certainly adjustment of losses on 
cars more than a year old will be much 
easier under a policy that insures their 
“actual cash value” than under a policy 
which has been issued for a_ stated 
amount greater than said value. Tf the 
Actual Cash Value Policy be found im- 
practical the only alternative is to 
strictly limit insurance on cars more 
than one year old to minimum amounts 
based upon an average physical condi- 
tion and commercial value with no spe- 
cial consideration for cars in unusually 
good physical condition because such 
condition does not proportionately im- 
crease their commercial or sale value. 


The “Actual Cash Value” policy is 
worthy of a tair and impartial trial; 
is the result of the best thought of the 


conference with which co-operation is 
imperative if progress is desired. 

Iixperience and statistics will event- 
ually render decision concerning this 
form and those most familiar with auto- 
mobile insurance predict it will be 
favorable. 


TREISS A GENERAL AGENT 
Hlerman 


Treiss has been appointed 
veneral 


agent for the Atwood Fire of 
New York for the metropolitan district, 
with headquarters at 2 Liberty Street. 
Mr. Treiss has had many years of fire 
underwriting experience in this district 
and has been with A. J. Corsa & Son, 
the Northern Assurance, the W. H. 
Kenzel Company and has just resigned 
as assistant secretary of Howie, Jarvis 
& Wright. 


HEADS SUBURBAN EXCHANGE 

William J. Ward has been appointed 
mmanager of the Suburban Fire Insurance 
Exchange to succed Henry E. Hess who 
resigned a few months 


ago. Mr. Ward 
has been with the IKxchange for four- 
teen years, was deputy manager and 
acting manager sinee the retirement of 


Mr. Hess. 














URGES HIGHER LICENSE FEES 
A. S. Galland Tells Penn. Association 
That Such Would Keep Out Un- 
qualified Agents 


Altoona, Pa., Oct. 16—Abram S. Gal- 
land, well-known local agent at Wilkes- 
Barre, Pa., gave a talk here this after- 
noon before the annual meeting of the 
Pennsylvania Association of Insurance 
Agents at the Penn Alto Hotel on the 
advantages of an increased license fee 
for brokers and agents. He is in favor 
of increasing fees in order to drive ir 
responsible agents out of the business. 

“My observation as a member of the 
Wilkes-Barre Advisory Board for a 
period of nearly two years,” said Mr. 
Galland, “has taught me that there is an 
enormous number of men entering the 
insurance business licensed at $2.00 pet 
head to solicit certain specified forms 
of insurance such as the $5.00 automo 
bile accident policy which generally is 
never properly explained to the policy 
holder and which the purchaser gen 
erally believes is just as good as a $25.00 
policy carried by somebody else. 

“Most of 
the Advisory 


these men who come 
Soard and state that they 
are going to write only this one form 
policy, shortly drop out of the insurance 
business. Another definite proportion 
learn that they can not make a living on 
the restricted forms and without going 
through the formality of applying for the 
necessary licenses, undertake to do a 
general insurance’ business on the 
strength of the original $2.00 license. 


before 


“It would seem that our Legislative 
Committee might well make a study of 
this situation and eventually cause a 


proposed bill to be drafted which would 
carry a greater license fee starting with 
the high license fee of perhaps $100 in 
cities of the first class and grading down 
through cities of the second and third 
class and ending with a nominal fee for 
the country agent who is just as impor 
tant as anybody else. This license should 
be paid for by the producer and should 
be illegal for the companies represented 
in the agency to pay any 
thereof, and that license 
nize the vroducer in the 
of an agent and a broker. The inereased 
revenue that would accrue to the In 
surance Department under such a_ plan 
might enable the department 


proportion 
should 
duak capacity 


recog 


keep a 


closer supervision 
brokerage activities. 

“Such revision might in some way be 
designed to put_a reasonable amount of 
burden upon the policyholder in order 
that the policyholder might be required 
to ascertain that he is doing business 
with a licensed producer. No attempt 
has ever been made by me to have such 
a bill drafted. It would be a rather 
large order for an individual; but I be- 
lieve that it cannot be denied that the 
insurance department is seriously ham- 
pered in the supervision of the agents and 
brokers of Pennsylvania; that the pres- 
ent method of licensure that 
the present requirements for securing 
licenses are too easy; that the Common- 
wealth is annually swindled out of thou- 
sands of dollars in license fees; and that 
the present plan should be speedily re 
vised.” 


upon agency and 


is obsolete; 


Firemen’s Sells Home Office 
to Schulte Cigar Stores 


The Firemen’s of Newark this week 
sold its home office building at the 
northeast corner of Market and Broad 
streets to the Mart Realty Corporation 
of New York affiliated with the Schulte 
Cigar Stores. The negotiation was 
transacted between President Neal 
Bassett of the Firemen’s and President 
Watley of the realty company. The 


building was acquired by the cigar inter- 
ests for investment purposes. It is six- 
teen stories high, is the tallest in New 
Jersey and was erected in 1910. The 
Firemen’s is now building a granite 
structure at 10 Park Place which it is 
expected will be completed in January. 


AUTO CONFERENCE ELECTS 
Guy E. Beardsley of the 
new president of the 


Aetna is the 
Eastern Automo- 


bile Underwriters’ Conference which 
held its annual meeting last week. 
Other officers elected are: vice-presi- 
dent, C. B. Roulet, National of Hart- 
ford; and treasurer, Charles E. Case, 
North British & Mercantile. 


W. E. Mallalieu, general manager of 
the National Board of Fire Underwrit- 
ers, was elected most loyal grand gander 
of the Blue ¢ at the annual meeting 
of the Grand Nest held in Chicago this 
week, 
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Lloyd’s Prosecutes 
One of its Number 


STANLEY HARRISON’S TRIAL 


Underwriter Had Been Charged With 
Unlawfully Converted Funds. First 
Case of Kind 
London, Sept. 30.—This day is full of 
fate in that it is the first occasion on 
which Lloyd’s Corporation have deemed 
it necessary criminally to prosecute one 
of their underwriting members. It is 
more or less an eye-opener to the gen- 
eral public, who believe “Lloyd’s” to be, 
like Caesar’s wife, beyond suspicion, and, 
it is in the endeavor to sustain their 
reputation and present as far as possible 
an immaculate front that these proceed- 
ings have been taken. The case deals with 
the Harrison frauds, a full report of 
which appeared in a recent number of 
THe Eastern UNDERWRITER and it has 
its echo in the Criminal Courts today. 

At the time of writing the case is ad- 
journed, and the ultimte results will be 
published later. It is cited as the “Book 
Jugglery Charge.” 

The Position of Lloyd’s 

3riefly the position is that Lloyd’s 
Corporation are prosecuting at the Man- 
sion House, (The Lord Mayor’s Court) 
Stanley Bruce Knowles Harrison, a 
Lloyd’s underwriter, for a syndicate. The 
case involves £3,600 ($18,000) but the 
liabilites of the syndicate exceed £500,- 
000 ($2,500,000). 

The defendant, Harrison, whose ad- 
dress was given as Portmadoc, North 
Wales, appeared.on a summons in which 
it was alleged that he unlawfully con- 
verted to his own use with intent to 
defraud a sum of £450 ($2,250) entrusted 
to him as trustee under an agreement 
made between the defendant and James 
Alexander Kinnear, Hasleden Thompson 
and George Butler Morris. 

He was further summonsed for unlaw- 
fully converting and appropriating the 
following sums: 

On July 16, 1921, £1,500; on Septem- 
ber 12, 1921, £700; on January 4, 1922, 
£410; on June 19, 1923, £613. 

Pleaded Not Guilty 


Harrison, a slim-looking well-dressed 
man pleaded not guilty to all the sum- 
monses. 

Sir Edward Marshall Hall, for the de- 
fense, asked that the case be adjourned 
owing to the fact that Harrison was too 
ill to undergo cross-examination and 
that the case involved a large amount of 
accounts. He further said that inves- 
tigation of the books and accounts had 
been going on for twelve months. He 
was instructed to say that a complete 
inspection of them, which defendant had 
not yet been able to assume, would en- 
tail a month’s hard work. 

Mr. Travers Humphrey for the prose- 
cution explained that the consent of 
the Attorney-General to the prosecution 
had been obtained. 

Harrison’s Status 

The facts divulged that Harrison was 
an underwriting member of Lloyd’s. In 
addition to that, he acted as agent for 
other members of Lloyd’s and agent to 
syndicates which were formed of differ- 
ent underwriters of Lloyd’s. 

The syndicate with which Harrison 
was particularly related was originally 
composed of six persons, but recently 
was composed of only four persons, 
three of whom were concerned in the 
present prosecution. 

The syndicate, said counsel, was 
known at Lloyd’s as Syndicate 682, on 
whose behalf he issued policies and col- 
lected accounts, but he himself was not 
a member of it, and thus was neither 
liable for its obligations nor entitled to 
its profits. 

The syndicate’s account was held at 
a branch of Barclay’s Bank, together 
with MHarrison’s own account, where 
there were two other accounts of which 
more would be heard later, but they 
were all in Harrison’s name. 

The charges against Harrison were 
that from the trust account belonging 


to the syndicate he drew checks and 
used the proceeds for his individual 
private purposes, chiefly in the form of 
payments to a company known as Harri- 
son, Read & Co., (Ltd.), a firm of brok- 
ers of which Harrison was a director. 

Counsel mentioned that one charge 
related to £600, but in the summons it 
was reduced to £417. 

But before the case was completed an- 
other charge involving a sum of £750 
payable to Mr. Hewitt, and taken from 
the trust account, would be added to 
the list of further alleged conversations. 

Mr. Humphreys went on next to ex- 
plain how Harrison secured these sums, 
observing that it was only rendered suc- 
cessful until the crash came by a sys- 
tem of book jugglery. He further stated 
that the liabilities involved by Harrison’s 
transactions lost their syndicate with 
which he was connected £23,000 ($115,- 
000), but that that was but a drop in the 
ocean of the syndicate’s eventual liabil- 
ities, which amounted to nearly £500,- 
000 ($2,500,000). 





BACKS MILWAUKEE RESOLUTION 


President Abernethy of Indiana Ass’n 
Lends His Support to Declaration 
of National Body 


President Elmer F. Abernethy of the 
Indiana State Association of Insurance 
Agents last week backed up the Mil- 
waukee resolution of the National Asso- 
ciation in his opening address at the 
state association convention at Kokomo. 

“The policy of the agents hitherto 
has been mild in character, cultivating 
good will by careful methods while lay- 
ing the foundation of its organization, 
rather than by maintaining a militant 
attitude,” stated Mr. Abernethy. “The 
question is now presented, not because 
we have become great in numbers, 10,000 
strong, but rather because the great ma- 
jority of insurance companies recogniz- 
ing the rights and privileges of the 
agents, consider they should have from 
the agency body a greater support than 


those who permit open violations of gen- 
crally accepted agreements without mak- 
ing effort to correct them. 

“We all know what the declarations 
of our association are. They are few 
in number and can be named quickly. 
‘The ownership of expirations belong to 
the agent,’ ‘bank agencies should not be 
increased’ and ‘we do not look with favor 
on a system that multiplies the number 
of agents in given territory. 

“Three state associations are having 
their meeting at this time. What will 


they do? What will Indiana do? Will 
they go on- record § assuring our 
National leaders that they approve 
the action thus taken with a mean- 


ing in their hearts that if sacrifices may 
come they will be accepted? It is a 
serious question and I know will receive 
thoughtful and careful consideration. 
As for Indiana, we have no fears but 
that there will be no uncertain declara- 
tion, and that that declaration, when 
made, will have the united support of 
this body.” 


Whatever any other company 
does for its agents, 
within the bounds of sound, 


ethical business and good 


underwriting practices, 
the Fireman’s Fund will do 
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Dobbs Says Agents Are 
Growing More Expert 


HIS TALK IN TENNESSEE 





Producers Who Are Not Well Equipped 
Lose Out in Competitive Struggle 
for Business 





Charles Dobbs, managing editor of 
“The Insurance Field,” described the 
local agent’s place in the community in a 
talk before the Tennessee Association of 
Insurance Agents a few days ago. The 
agent of the “expert counselor” type is 
no longer a rara avis, he said. If he 
does not equip himself to give sound ad- 
vice on the varied aspects of insurance 
protection he must inevitably lose under 
competitive conditions to the agent who 
is capable of clear thinking and proper 
action about the intricacies of the busi- 
ness, Which includes, of course, funda- 
mentals of credit, the trend of markets, 
elements of insurance engineering. 

In brief, as an individual the insurance 
agent is master of his own fate “and it is 
only the simple truth to say that in 
many instances complaints of lines lost 
and declining volume of business are 
confessions of incapacity.” It is not al- 
ways true, but on the average the 
straight-thinking, energetically-acting 
man is bound to get the business in any 
field of endeavor, he added. 

But, not only must the agent be able 
and have that sound judgment which 
can give sound advice, but his integrity 
must be unquestioned. The mere fact 
that the assured does not read his policy 
puts all the more responsibility on the 


shoulders of the agent. Concluding Mr. 
Dobbs said: 
“In all the larger communities 


throughout the country men of capacity 
and success in the insurance business 
are making themselves outstanding fig - 


ures. The selection of the fittest is 
working out the old lines of nature. We 
are never again to see the ‘good old 


days’ when insurance was bestowed as a 
personal favor and received as a cour- 
tesy. The margins of safety and profit 
are yearly growing narrower and calling 
for the exercise of a positive judgment in- 
stead of the negative attitude of taking 
a chance. Companies are taking more 
risks than ever but requiring more safe- 
guards. Insurance is expanding in every 
field but it is becoming a profession in- 
stead of a refuge. In the days to come 
the truly efficiert local underwriter may 
confidently look forward to a continu- 
ally wider recognition not only of the 
vital part he plays in business life but 
of the fact that by reason of the qual- 
ities of his mind and heart he is ideally 
equipped to lead in all the movements 
for the common welfare.” 





KREMER ON FIRE PREVENTION 
Assistant Secretary of Hartford Fire 
Urges Suburban Field Men to 
Develop Contact with Public 





C. S. Kremer, assistant secretary of 
the Hartford Fire, gave a short talk on 
fire prevention last week at the month- 
ly meeting of the Suburban New York 
Field Club at the Hotel St. George in 
Brooklyn. About thirty-five members 
of the club were present, with President 
R. E. Harper presiding. Mr. Kremer 
took as his text the point of contact 
between insurance men and the public 
established by virtue of the continuous 
fire prevention movement. 

In the first place, according to Mr. 
Kremer, agents, special agents and other 
insurance men should try to avoid mak- 
ing the subject of fire prevention too 
technical for the public. The idea of 
reducing carelessness and cutting down 
fire hazards should be presented in a 
common sense manner calculated to 
gain the approval and sympathy of the 
public. This is the one important con- 
tact between insurance and the public 
outside of the adjustment of losses and 
affords insurance men a splendid op- 


portunity to gain and hold the interest 
and friendship of their assureds. 

Fire prevention has two self-evident 
values, one idealistic and one selfishly 
practical to the insurance man, said Mr. 
Kremer. For the protection of life and 
property and the safeguarding of the 
general welfare of any community the 
teaching of fire prevention has an in- 
estimable humanitarian value. For that 
very reason alone it should be carried 
forward by insurance men to the best 
of their ability. But they should re- 
member also the other viewpoint, name- 
ly that the minimizing of losses aids 
in the conservation of insurance assets 
and makes for business profits, the ul- 
timate goal of all lines of business en- 
deavor. 

Now that fire prevention is being 
fostered by welfare workers and other 
bodies interested in helpful movements 
it is not the time for insurance men to 
relinquish their responsibilities in this 
great movement, according to Mr. Kre- 
mer. They should make still stronger 
this point of contact with the public. 
The goodwill benefits to be derived by 
insurance men keeping their clients in- 
terested in fire prevention and so inter- 
ested in self-protection is one of the best 
methods for arousing in the public a 
genuine interest in and friendship for the 
insurance business. 


CONNECTICUT INSURANCE DAY 





Life, Fire and Casualty Companies and 
Agents Plan Big Meeting Next 
Month; J. L. Case at Head 

Insurance interests in Connecticut are 
planning an all-state insurance day to be 
held in Hartford next month when 1,000 
executives, agents, insurance department 
members and others are expected to at- 
tend. The Connecticut Association of 
Insurance Agents, Insurance Field Club, 
Life Underwriters Association, and 
representatives of the fire, life and cas- 
ualty companies are cooperating in mak- 
ing this insurance day a big’ success. 
James L. Case, Norwich, former presi- 
dent of the National Association of In- 
surance Agents, is chairman of the com- 
mittee handling the arrangements, while 
Donald G. North, president of the state 
local agents’ association, is chairman. 

There are to be three sessions on “In- 
surance Day.” In the morning speakers 
representing each major branch of insur- 
ance will talk at a general session, while 
in the afternoon, group meetings will be 
held. The 
necticut Association of Local 
will be held that same day. 
gram will conclude with a 
quet in the evening. 


Agents 
The pro- 
general ban- 





MORE REGIONAL MEETINGS 

The New York State Association of 
Local Agents is planning to hold several 
important regional meetings this com- 
ing association year, according to Presi- 
dent Eugene A. Beach. Plans are now 
being made for these gatherings. 





Oil and truth will ge on top at last. 

The foolish do not always learn from 
their own mistakes, wise men learn from 
the mistakes of others. 





Northwestern National 


Statement 
(Continued from page 1) 
any interest or right in the renewal of 
this office has denied that the agent has 
policies negotiated between this 


com- 
pany and its policyholders are loose 
talkers. We challenge any one to show 
where any person with authority to 


speak for this office has ever made such 
a ridiculous statement. Some of our 
enemies seem to have the faculty of 
visualizing fancy into fact and doubtless 
in their desire to put the Northwestern 
National in the hole the wish is father 
to the thought. 


Accuses Union Companies 


We happen to know that certain mem- 
bers of the Western Insurance Union, 
with ulterior aims, have heen attempting 


annual meeting of the Con- , 


to prejudice and arouse a radical or ex- 
treme element in agency ranks to agi- 
tate this question to our embarrassment 
and provoke a controversy without any 
cause whatever. Such propaganda can 
have no good end and we recommend 
you to ignore it. It does not alter the 
fact one jot that this company has no 
quarrel with its agents and is loyal to 
every one of them who has any proper 
sense of his agency obligation—a joint 
obligation to policy holder and com- 
pany 

The legal aspect of this subject does 
not particularly interest or concern us. 
The ethical aspect does and the history of 
this office will stand comparison with that 
of any on this or any other point of prac- 
tice. If you will read again our volun- 
tary pledge or promise, purposely printed 
in large type in our letter of July Ist 
last, you will readily understand that 
there is no occasion for alarm. We re- 
gret that any further explanation should 
seem to be necessary and it would not 
but for the machinations of our enemies 
and the poisonous propaganda growing 
out of the demoralizing issue of separa- 
tion. 


Why Expirations Are Switched 


It is only in cases where an agent 
has, by questionable or underhanded 
methods, tried to disrupt the confidence 
and harmonious relations which should 
exist between a company and its policy- 
holders and thus embarrassed both of 
them in carrying the contract to com- 
pletion or renewing in good faith—in 
short, where he has turned against the 
company and abused its trust—that we 
have felt it necessary for the good of 
the business to place our records in 
friendly or sympathetic hands. 

We think you will agree that such a 
practice as we have mentioned is un- 
worthy of decent, honest or self-respect 
ing agents and should not be tolerated in 
the business. This constitutes the whole 
issue and the attempts upon the part 
of certain of our ill-wishers, for their 
own selfish ends, to drag forth a thread- 
bare bogey that has been greatly over- 
worked should not deceive any one. 


Decries Overhead Writings 


In closing, may we remind you of a 
proof of the company’s loyality on an- 
other issue—overhead writing. This 
company established the principle of 
protecting its representatives completely 
within their respective territories or 
jurisdictions years before any general or 


articulate demand appeared from the 
agency ranks. It has done so with 
frankness and honesty ever since and 


this regardless of pledges, some of which 
have been signally evaded and = dis- 
honored in other quarters. 

The company has done this because 
it is the right thing to do and for no 
other reason and begs to remind you 
that no public profession of good faith 
is required to govern its dealings. It is 
notorious that some of the loudest talk 
ers and agitators among the companies 
both in connection with agency expira- 
tions and overhead writing, are not only 
hypocritical but violators of their own 
code. Please be assured of fair play 


and recognition of your every legitimate 


claim by this office. 








Many of the Leading 
Agencies in the United 
States now Represent 


The 


WORLD 


Fire and Marine Insurance Co. 


HARTFORD, CONN. 
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RALPH B. IvEs, President 








Why Not Vou? 


Fire 

Automobile 

Inland Marine and Coastwise 
Tornado 

Rain, Hail 

Rent, Rental Value 
Leasehold 

Use and Occupancy 
Profits 

Sprinkler Leakage 
Registered Mail 

Parcel Post 

Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 





‘* Then give to THE WORLD the 
best that you have and the best 
will come back to you.’ 
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Decision Contrary to 
Weight of Precedents 


VACANCY CLAUSE IN POLICY 


Court Says Ten Days’ Vacancy “Merely 
Operates In Favor of Company” 


To Cancel the Policy 


In the recent case of Surety Insurance 
Co. v. Cock (227 Pacific Rep., 402, Ad 
vance Sheets of August 25, 1924), the Su 
Court of Oklahoma, held that the 
breach of a clause in a fire insurance 
policy providing, in effect, that if the 
building insured was vacant for more 
than ten days pricr to a fire loss, it 
should operate to render the policy null 
and void, does not render the policy void 
but creates merely an option in favor of 
the company to cancel the policy. The 
court based its decision Gn the theory, 
first, that the company, though notified o1 
the condition of the premises, “lulled 
the insured into a sense of security by 
apparent acquiescence,” and, second, that 
the payment of the premium required at 
the time the policy was delivered com 
pleted the contract of insurance between 


preme 


the parties. Under these circumstances 
the court concluded that, as the oc 
cupancy clause was a condition subse 


quent, its breach did not operate ‘to 
render the policy null and void, but re 
quired notice thereof on the part of the 
company. 


Decision a Surprise 


This decision, it is submitted, is con 


trary to the vreat weight of authority. 
If a violation of this clause occurs, the 
policy becomes absolutely null and void 


and no duty can be placed upon the com 
pany to notify the insured, after it re 
ceives notice of an that it 
elects te treat the policy as terminated 


occupancy, 


Phe clause itself cannot well be con 
strued in any other sense (Richards on 
Ins., 3d ed., sec. 271). 

In Couch v. Farmers Fire Ins. Co. (64 
App. Div., 367, 72 N. Y. Supp., 95) the 
insured had a policy on her dwelling 
house and household furniture. About 


Phanksgiving time she went off with her 
daughter to visit in other cities, remain 
i until April 22.) During that 
time no one either occupied the house or 
went into it. The insured intended to 
return about the middle of January, but 
was prevented by sickness. A> fire ot 

curred April 24, two days subsequent to 
her reoccupancy of the house. There 
was no proof that the unoecupancy had 
inereased the risk or contributed to the 
The court held, however, that the 
stipulation in regard to occupancy, to the 
effect that if the premises were unoccu 
pied for ten days the policy would be 
come null and void, was an express wat 

ranty, and unless it was either performed 
or waived the policy became void 


me away 


loss 


Notice On Part of Company 


part of an insurance 
that the insured premises have 
vacant surely cannot be said to 
impose upon it the duty to acquaint the 
insured that it intends to treat the policy 
as null and void under penalty of waiver 
\nd again, payment of the premium 
upon delivery of policy dees not give to 
the imsured any more rights than are 
ifically provided for by the pro 
visions of the policy, and where the in 
sured later breaches a conditicn subse 
quent his policy automatically 
avoided, regardless of the 
premium. 


Notice on the 
company 
bec Cold 


spec 


becomes 
payment ot 


The Occupancy Clause 

“The Law Journal” of New York 
quotes as follows from the opinion (with 
which we disagree) of Stephenson, C.: 

“The occupancy clause was a condition 
subsequent, and its breach did not oper 
ate to render the policy null and void. 
Its breach and knowledge thereof to the 
company merely created the right in 
favor of the company to cancel the pelicy 
if it elected to do so, but, if the company 
elected to exercise its option in this re 
spect it was necessary to give the in 
sured notice accordingly in clear and un 
equivocal terms prior to the loss in order 





to make the forfeiture effective. After 
notice of the breach of a condition sub- 
sequent the company, it will 
not be permitted to lull the insured into 
a sense of security by apparent acquies- 
cence, and, after notice of the loss comes 
to it, effect a forfeiture of the policy for 
the breach (Bankers’ Life Ins. Co. v. 
Rice, Okl. Supp., 226 Pac., 324; Gish 
v. Ins. Co. of North America, 16 OklL., 60, 
87 Pac., 869, 13 L. R. A., N. S., 826; 
Conley v. N. W. F. & M. Ins. Co., 34 
Okl., 749, 127 Pac., 424; Liverpool, Lon- 
don & Globe Ins. Co. v. Cargill, 44 OkL, 
739, 145 Pac., 1134; Nat. Life Ins. Co. of 
U. S. v. Clayton, Okl. Sup., 173 Pac., 
356). The provision against vacancy 
may be waived by the company, and such 
waiver may be inferred through knowl- 
edge to the agent. There is sufficient 
competent testimony to support the ver- 
dict of the jury (Cavanaugh v. Johanes- 
sen, 57 Ok, 149, 156 Pac., 289).” 


comes to 


BOOSTS LOCAL BOARDS 
Ohio Farmers Agent Cites Several 


Reasons Why Every Agent Ought 
To Be a Member 


C. i. Graves, an agent in Indiana of the 
Ohio Farmers, speaking before the recent 
meeting of the Indiana Association of Ohio 
farmers’ Agents, gave some excellent 
pointers on why agents should join their 
local boards. Some of his reasons follow: 

“| am a firm believer in the local board 
idea. | can see no good reason why the 
agents of any community should not be 
organized and working together. If this 
is done in the right spirit it will not only 
benefit the agents but the companies and 
the insuring public as well. It is true there 
are sometimes one or more agents who will 
not come in but the important agents, the 
ones writing the bulk of the business, those 
who are making insurance their profes- 
sion, will be glad to join such an organiza- 
tion. They recognize the fact that it is to 
their advantage to do so. 

“First of all, a local board if properly 
handled, or even if only fairly well handled, 
will create a better feeling and more of a 
fellowship between agents. They will feel 
closer to each other, more like friends, and 
he more willing to help each other. In 
all prebability every one here belongs to 
some organization—-a church perhaps, a 
a club. Is it not true that you 
feel closer to the members of that organi- 
zation than you do to those who do not be- 
long? Do you not feel more like helping 
your brother in the lodge than you do some 
outsider? The same feeling insurance-wise 
should be found in every local board. 

“Some boards advertise jointly instead 
of the agents advertising individually. A 
money saver. The credit evil can be 
handled much better through a local board 
than it can possibly be where each agent 
works individually. Rules and a time limit 
should be adopted for making collections 
and then lived up to by all members. On 
the larger risks where the insurance is car- 
ried with a number of agents, better serv- 
ice can be given the assured if all agents 
on the risk are members of the local 
hoard.” 


lodge , oF 


SELL MOTOR CARGO POLICIES 


Ohio Farmers Gives Sales Ideas On 
This Growing Form of Protec- 
tion for Merchandise 
Motor truck cargo policies can still be 
sold in greater numbers by local agents 
than .they have, according to statistics 
showing the percentage of merchandise 
moved by trucks which is uncovered by 
insurance protection. The Ohio Farmers 
has prepared several good sales points for 
this form of protection. Tere they are: 
“A trucking concern cannot be classed 
as responsible unless it is protected by a 
truckman’s motor cargo insurance policy 
which will reimburse it for the money it 
must pay to the owner of the goods should 
the goods be damaged or lost by some un 
avoidable accident such as the collapse of 
a bridge, upsetting of the motor truck, or 

a river flood. 

“Practically every retail merchant and 
all wholesaie merchants own or lease from 
one to one hundred or more trucks upon 
which they ship and deliver their mer- 


chandise within the limits of their city or 
within a radius of two hundred or three 
hundred miles. A furniture dealer may 
have a light truck insured for $600 upon 
which practically every day in the year 
there are deliveries ranging in value to ten 
times the value of the truck. No one 
will doubt the advisability of carrying an 
owner’s form motor cargo policy on ship- 
ments of this type. 

“There are times when individuals or 
merchants have but a single shipment of 
household goods or merchandise over a 
period of six months or a year, but when 
that time comes the goods should be in- 


sured. <A trip form motor cargo policy 
covering a specific trip beginning at the 
time of shipment and ending when the 


goods are delivered can be written at a 
reasonable rate.” 


NEWARK NOMINATING COMM. 

C. Weston Bailey, president of the 
American of Newark, and chairman of 
the committee putting across the new 
agency limitation agreement in New 
ark, has named the following to serve on 
the nominating committee to pick offi 
cers to be voted on at a special meet 
ing soon: President A. R. Monroe of the 
Newark Fire; President Neal Bassett of 
the Firemen’s; Secretary H. S. Poole of 
the Home; William S. Naulty, local 
agent in Newark, and Robert O’Gorman, 
also an agent. 

The National Association of Men’s Ap 
parel Clubs in Milwaukee, Wis., are com- 
pleting plans for the formation of an 
insurance organization which will un 
derwrite accident and health insurance. 
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81 JOHN STREET 


FIRE INSURANCE COMPANY 


Continuously in business since 1852 


eal strength of an insurance com- 


pany is in the conservatism of its man- 


t, and the management of THE 
absolute assurance of 


urity of its policy. 


CHARLES W. HIGLEY, President 
MONTGOMERY CLARK, Vice-President 
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KAMILY 


your income. 


BUDGET 


Over sixty years in business. 
Billion dollars in policies on 3,500,000 lives. 


FAMILY FINANCE 


Ilome life is happier for every one when 
worry is eliminated. 

The Family Budget, developed through 
the co-operation of the whole family, elimi- 
nates unprofitable expenditures, increases 
savings, and banishes worry. 

The protection of the family, the educa- 
tion of the children, assured independence 
for old age, can all be made _ possible 
through the Family Budget. 

Women have always had these things 
at heart, but today are studying them with 
a deeper interest than ever, and the bud- 
eet idea is getting recognition. 
Make a trial of the JOHN HANCOCK 
AND ACCOUNT 
SHEET, which you may have for the ask- 
ing, also additional sheets, as needed. 


A month’s trial will help you. 
months’ trial will convince you that the 
Budget helps you to make the 
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Col. J. L. Cunningham 
Passes Away Suddenly 


FAMOUS FOR HIS WITTICISMS 





For Years President of Glens Falls, He 
Made Himself Beloved By His 
Kindly Sense of Humor 

Colonel John L. Cunningham the much 
beloved president of the Glens Falls In- 
surance Co. for many years, famous as 
the writer of humerous epigrams and 
philosophical sayings, many of them 
directed at the business to which he gave 
his life, died on Wednesday morning fol- 
lowing an operation. 

Colonel Cunningham was eighty-four 
years old. He resigned as president of 
the Glens Falls in 1914, after holding 
that office since 1892. For the past dozen 
years or so he had edited the Glens 
Falls “Now and Then” the little pocket 
size paper which carried his saying and 
items of news for the agents and other 














COLONEL. }.. L. 


CUNNINGHAM 


representatives of the company. This 
was for years one of the most widely 
quoted papers published. His sense of 
humor was keen and kindly. 

Born in Hudson, N. Y., Colonel 
Cunningham was raised on a farm and 
attended Union University law school at 
Albany. He received his degree of 
bachelor of laws in 1861. At the out- 
break of the Civil War he enlisted and 
saw a great deal of action. His title of 
colonel was earned in the war. For 
about three years he was collector of 
internal revenue at New York. 

Colonel Cunningham first joined the 
Glens Falls in 1869 as special agent. He 
was made secretary in 1872 and soon 
became practically manager of the com- 
pany. When President Russel M. Little 
died in 1892, Colonel Cunningham was 
elected president. 


Mrs. Paul Beard holds the unique po- 
sition of fire lookout at Harvey Peak, 
South Dakota. ‘She is one of the few 
women in field work in the entire United 
States Forestry Service. From her 
glass-enclosed ,=house, which is perched 
on the top of a precipice 7,240 feet above 
sea level, she looks into four different 
states and watches for the slim white 
column of smoke that tells of fire danger 
in the surrounding forests. 

Housekeeping, while guarding Uncle 
Sam’s forested acres, is no small task. 
Food and water must be brought on the 
backs of burros a distance of three 
miles. Wood for the stove must be car- 
ried up a twenty-foot ladder, an armful 
at a time. 





MINE EXPLOSION PERIODS 


As the result of a study of 256 coal- 
mine explosions made by Interior De- 
partment engineers on the staff of the 
Bureau of Mines, it has been discovered 
that there are two critical times of day 
when such explosions are most likely to 
occur. The critical period in the morn- 
ing ranges between 6 and 9 o'clock, with 
a peak at 7:30 o’clock, indicating an 
emphasized hazard from gas ignition in 
these hours. The critical period in the 
afternoon ranges between 3 and 7 
o’clock with a peak at 6 o'clock, hing- 
ing upon the practices of shot-firing in 
the evening. Between these morning 
and evening critical periods is one which 
might be called the noon period, that is, 
from 11 A. M. to 1 P. M. associated with 
the practice of shot-firing at noon. As 
a result of its findings, the Bureau urges 
that extra vigilance should be exercised 
in coal-mining operations at these crit- 
ical periods, particularly in the morn- 
ings, when many of the worst explosions 
have taken place, largely due to the 
hazard of accumulation of gas during 
the night. 


The National Industrial Conference 
Board places the cost of sickness insur- 
ance to be at least $720,000,000 per year. 


Rent and Rental Value Forms 


In discussing rent and rental value 
forms, the Boston and Old Colony, in 
the agency publications of those com- 
panies, say: 

Rent insurance is usually written under 
one of feur forms which we will term 
A, B, C and D. 

A and C insure the premises whether 
they are rented or vacant, while forms 
B and D contemplate insurance on the 
rented portions only. 

Both A and B are “based on the time 
to rebuild,” which means that the owner 
estimates the time it would take to re- 
construct the building, and carries suffi- 
cient insurance to protect him frem loss 
of rents during this period. 

These forms have the equivalent of a 
co-insurance clause, inasmuch as_ they 
state that insurance equal to the full 
rental value of the premises, for such 
time as would be required to rebuild 
if totally destroyed, must be carried. 
Should the owner underestimate the time 
necessary to rebuild he would be under- 
insured, and in case of loss become a 
co-insurer. Policies with forms A and 
B attached, however, are written for at 
least one full year, as a fire may occur 
any time during the twelve months. 

Forms C and D differ radically from 


A and B, in that they are based not on 
the time to rebuild but on the full year’s 
rental value, and your clients should be 
cautioned to carry an amount of insur- 
ance equal to the full annual rental in- 
come, otherwise they will become co- 
insurers under these forms. 

Usually the amount of insurance car- 
ried under forms A and B is less than 
under C and D, as under the former it 
is not expected that a full year’s rental 
will be lost in case of fire. 

Forms A and B also take higher rates 
than C and D, because the company is 
mare liable to suffer a total loss. 

Under any of the rent forms men- 
tioned above the insurance company’s 
liability does not necessarily cease with 
the expiration of the policy, but con- 
tinues until such time as the premises 
have been restored to a tenantable con- 
dition, providing the fire occurred prior 
to the expiration of the insurance 
contract. 

The A£tna Life’s baseball team, cham- 
pions of the insurance league of Hart- 
ford, were guests of the company at the 
World Series game played in New York 
October 6. They were entertained at 
dinner as guests of the company. 
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of sprinkler tanks. 


- CHICAGO _ 


Check up on 
sprinklered properties | 


Thousands of dollars in damage is done annually by the acci- 
dental discharge of water from sprinkler systems and the collapse 
Freezing, overheating, breakage of pipes and 
fittings, settling of buildings, and excessive pressure are but a few 
of the causes of sprinkler leakage. 


Most warehouse, factory and loft owners have the foresight to 
install sprinkler systems as a fire prevention measure. If they are 
wise enough to install sprinkler systems, they certainly should see 
the logic in your argument for sprinkler leakage insurance. 


Every sprinklered risk in your community is a Sprinkler Leakage 
prospect! With the approach of winter weather with its inevitable | 
freezeups, the selling of Sprinkler Leakage should be pushed 


The American Eagle schedule and inspection service 
is at your disposal. 


““Ask the American Eagle Special’’ 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK.N.Y. 


JAMES A. SWINNERTON, President 


CASH CAPITAL ‘ONE MILLION DOLLARS 


SAN FRANCISCO 
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Answers Automobile 
Insurance Questions 


COLLISION NOW COVERS UPSETS 


R. C. Catlin, Assistant Secretary, Aetna 
Life, Discusses Agents’ Problems 
In Company's Bulletin 


R. I, Catlin, assistant secretary of the 
automobile department of the Aetna 
Life, answers some questions raised by 
agents in the casualty edition of the 
Aetna’s agency bulletin as follows: 

Does our collision coverage include 
upsets? Yes. We have for several years 
construed collision insurance afforded 
under Aetna policies as including losses 
sustained from accidents involving up- 


set. However, it is only quite re- 
cently that formal action was taken 
by the 3ureau. and the Confer- 


ence toward approving the inclusion 
of the word, “upset” in the description 
of the collision coverage. While, as in- 
dicated, inclusion of the word “upset’ 
will make no difference in the cover- 
age heretofore afforded, we intend add- 
ing the word “upset” to our policy forms 
upon reprint, in order that the failure to 
specifically mention “upsets” may not 
act against us or our agents in com- 
petition. 


Property Damage 


Does property damage insurance in- 
clude damage to property in charge of 
the assured? No. Property of the as- 
sured or property in the care of custody 
of the assured and for which the as- 
sured is legally responsible is excluded. 
This point is frequently raised in con- 
nection with cases where an assured 
damages a rented garage. Especially is 
this true where the garage is built to 
accommodate more cars than those 
owned by the assured. Let’s assume “A” 
rents a single garage from “B.” Now 
this property while so rented is cer- 
tainly in charge of “A” and he is legally 
responsible for any damage to the prop 
erty while in his custody. Any damage 
to the garage would, therefore, not be 
covered under the property damage fea- 
ture. 

Let’s assume “A” and “B” rent a two 
car garage from “C” and the garage has 
heen constructed so that “A” has use 
of one side of the garage and “B.” the 
other. Any damage to the portion of 
the garage in charge of “A” by “B,” 
who is our assured, would be covered, 
but any damage to that nart of the gar- 
age used by “B” would be excluded. 
\gain, iet’s assume that “A” rents space 
in a public garage and while entering 
it should damage the door to the main 
entrance. This portion of the property 
certainly could not be considered in his 
charge or custody; therefore, damage 


of the character referred to would be 
covered, While these hypothetical cases 
have been cited for the purpose of 
bringing out the fact that the conditions 
surrounding each case must be weighed, 
the vital point to be determined is 


whether or not the assured is legally re- 
sponsible for the propertv damaged. 

The only exception afforded by the 
manual is that relating to property of 
Passengers carried in or upon public 
iutomobiles. Damage to such property 
is automatically included under the prop- 
erty damage feature without charge. 
Automobile dealers and garages may 
also purchase, for an additional premium, 
coverage applying to damage to prop- 
ertv of others in their charge (See Rule 
78) hut this protection is subject to a 
$100 deductible feature. 

Livery Earnings 

Are the “Liverv Earnings” rates given 
in the rate section eligible for use in 
connection with public automobile risks 
written on the earnings basis, as de- 
fined in rule 55 (b)? No. The livery 
earnings rates set forth on page 149 of 
the mano! are to be used only in con- 
nection with nolicies written on payroll 
basis covering automobile dealers and 
garages where livery operations are con- 


ducted incidental to the main business, 
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Fire Insurance As I See It 
By H. K. Dent 


President General Insurance Company of America, Seattle, a Stock Company Which Is 
Issuing Participating Policies on Some Forms of Insurance. 


Special agents of stock companies 
know that in the smaller towns they have 
practically no control over their under- 
writing under present board methods. 
They have to write accommodation lines. 
In order to hold their agents and secure 
business they must write risks absolutely 
unwritable at the acceptable rate. 

Take the old unsprinklered risks that 
they write as an accommodation line. 
There is not a man who would bet his 
own money they would stand up five 
vears. They have to write such risks 
at a 10 per cent. rate which means that 
the mill has to stand twentv years—and 
it cannot do it—hbefore the company 
breaks even on it with a 50 per cent. 
expense ratio 

Watching Moral Hazard 

We are. going to dictate the under- 
writing policies of our company. We 
have given positive instructions to our 
special agents not to write accommo- 
dation lines. 

I know that is rather severe but you 
might just as well know it. TI do not 
say that that means we only write what 
are known as fireproof buildings. But 
wherever there is a moral hazard in 
question, and where the physical condi- 
tion of the risk is not what is should 
be we will not write that business, in 
spite of any understanding you might 
have. 


You say, “If thi it be so, we will be so 


restricted in our territory that we will 
not be able to write as great a volume 
of business as we are now writing.” 
That is not so. The great majority of 
the business in your territory is accept- 
able to the General. 

We are going to select our business, 
and we are going to endeavor to write 
our business at a lower loss and expense 
ratio, and I believe we will be success- 
ful in doing it. If we can do that 
gentlemen, we are going to pay a divi- 
dend to policyholders. 

You might say, “Why don’t you cut 
the rate and write at a flat out rate?” 
I do not think that is a proper way 
to do it. 

Some time ago, when I was organiz- 
ing this company, an insurance journal 
had an article in it commenting upon 
some statement I had made, and it said: 

“Mr. Dent has allowed us to catch 
him napping on a most important point. 
He has made the assertion that they are 
going to operate along the lines of the 
old life insurance companies, that is, to 
pay a dividend back at the expiration of 
the policies. Mr. Dent has overlooked 
one of the most important points in the 
business. He does not realize that in life 
insurance the mortality is fixed. Sta- 
tistics can determine the mortality. They 
know what it is going to cost them to 
carry their insurance for a year. Con- 
sequently they can give the dividend 














Public cutancstie ike eligible for in- 
surance on the new earnings basis must 
be individually rated and forms have 
heen prepared for obtaining the data 
essential in rating such risks. 

Ts an automobile of the private type 
with small box attachment used by a 
plumber for transporting fixtures which 
he will install eligible for insurance at 
private passenger rates? Yes, provided 
the automobile in question will not be 
used for wholesale or retail store deliv- 
ery. According to the change made in 
Rule I. artisans such as_ plumbers, 
mechanics, electricians, may in addition 
{o transporting tools, carry the mate- 
rials which they intend installing. The 
artisan may conduct a show room where 
he displays various kinds of fixtures, yet 
he delivers nothing by automobile ex- 


cept materials which he installs. In 
such cases, where investigation shows 
that there is no wholesale or retail de- 
livery, private passenger rates are in 
order. 


Payroll Basis Rule 


Under the payroll basis rule, are auto- 
mobiles rented without drivers subject 
to the same treatment as those rented 
with drivers? No. As respects automo- 
biles rented with drivers the pay- 
roll of the drivers will automatic- 
ally be included in the total pay- 
roll. Concerning automobiles rented with- 
out drivers, one-third of the amount 
charged by the assured for use of the 
automobiles is added to the total pay- 
roll and this sum is used as the basis 
for determining the earned premium. 
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back and they can issue a participating 
policy. 

“But in fire insurance the losses vary. 
We have heavy conflagrations in some 
years, so that no statistician, no matter 
how much he knows about insurance, can 
estimate in advance what the loss will 
be. Consequently, it will be absolutely 
unsafe for them to give a dividend back. 
They cannot do it in fire insurance, 
whereas in life insurance it is very 
simple.” 

Is it not more essential for a company 
which cannot accurately determine its 
losses in advance to accept a gross rate 
that its directors feel is just and one 
under which they are willing to guar- 
antee indemnity, and at the end of the 
year return through dividends a portion 
of the saving? 

I want to ask you, is not that logical? 
Can any man say that the participating 
plan is not better adapted to the fire 
insurance than the life insurance busi- 
ness? 

Bear in mind, gentlemen, that there is 
no intention on the part of the General 
to return the entire earnings to the 
policyholders. We are going to build 
up a surplus that will be just as large 
or larger in proportion than any of the 
board companies, the dividends being 
paid only out of the excess savings made 
in more efficient operations, as explained 
before, and without jeopardizing indem- 
nity. 

It would be possible for us to say we 
will cut the rate twenty per cent. A lot 
of companies do and succeed. You know 
companies that are cutting the rate 
twenty per cent. and those companies 
are making as a rule just as much profit 
as your companies. They are making a 
profit, so you cannot say they cannot 
do it. And those companies are not 
using the same care in their underwrit- 
ing practices as we endeavor to use, but 
in most cases their underwriting prac- 
tices are necessarily more conservative 
than those of the ordinary board com- 
pany. 

It is safer for us to charge an ade- 
quate rate and pay back a dividend after 
experience has justified it; and I will say 
to you again that if our experience does 
not justify it we are not going to pay a 
dividend. We are not going to pay a 
dividend at the expense of indemnity. 

However, there are certain classes of 
property, such as automobiles and cer- 
tain conditions under which it would be 
very difficult at the present time to write 
fire insurance on the participating plan 
and the General is, therefore, writing 
both participating and non-participating 
policies. 

(To be continued) 





CUT RATE FULL PAGE AD. 


American insurance newspapers are 
often amused by the stories which some 
of the British insurance papers run in 
connection with full page ads. On this 
side of the water the “reading notice” is 
more or less out of date. 

Recently, one of the London papers 
ran a front page ad about a 20 per cent. 
cut in tariff rates for motor cars. How 
was the editor of the insurance paper to 
handle this? Here’s his introductory 
paragraph: 

“In the main the tariff offices are con- 
cerns of wonderful stability, and their 
influence upon the insurance business 
has been most beneficial, but even its 
staunchest advocates must admit that 
the tariff system has certain inherent 
disadvantages. Obviously it is far more 
easy for an independent insurance office 
to bring out an innovation, or modifica- 
tion of its practice, than it is for a tariff 
committee to adopt such an innovation 
or modification on behalf of the many 
offices concerned. From this has re- 
sulted the position, obtaining on several 
occasions in recent years, of competition 
from a new form of insurance or a de- 
velopment of an old scheme bringing 
such pressure to bear that the tariff 
companies have been compelled to sub- 
sequently adopt the innovation. The ex- 
amples we have in mind are toc well 
known to call for enumeration.” 
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Chairman Gray Linked 
With Yorkshire Founder 


COMPANY IS 100 YEARS OLD 


Around Its Head Office In York Cluster 
Historic Memories of Roman 
Days 
The Yorkshire Insurance 
Ltd., is 100 years old and it is doubtful 
if there is any company around which 
clusters so much atmospheric history. 
The city of York where the head of- 
fice of the Yorkville is located was in the 
year A. D. 70 in possession of the 
Romans. The present building of the 
company is built over part of a Roman 
wall. The Romans did not leave York 
until 410 A. D. In the medieval times 
the city was again of supreme impor- 
tance politically for from there were 
organized the various campaigns which 
were carried out against Scotland. The 


Company, 





COMPANIES AND/OR BUSI- 
NESS ACQUIRED BY THE 
“YORKSHIRE” 

North of England Fire Insur- 
mice Coc, BG 5. cicccccsccs 1890 
Commercial Insurance Com- 
pany of Ireland ........... 1899 
Lion Insurance Co., Ltd. .... 1902 
National Assurance Co. of 
| ae ners ae 1904 
Hastings Plate Glass Insur- 
ence Con Ete... ices 1908 
British Crown Plate Glass In- 
surance Co., Ltd. ......... 1908 
The London Plate Glass In- 
surance Co., Ltd. .......... 1908 
The Hibernian Plate Glass In- 
surance Co., Etd. .......... 1908 
Irish Vehicle Owners’ Acci- 
dent Ga; Et@.......2s66scescs 1908 
Newcastle and District Plate 
Glass Insurance Co., Ltd. 1908 
Live Stock and General Insur- 
ance Co., of New Zealand... 1908 
United Legal Indemnity In- 
surance Society, Ltd. ...... 1909 
Counties and General Insur- 
Pg oe ae | 1912 
Celtic Insurance Co., Ltd. .... 1912 
London and Provincial Ma- 
rine and General Insurance 
Oe) a a a ar 1913 
Scottish Boiler and General 
Insurance Co., Ltd. ........ 1913 
Premier Insurance Co., Ltd. . 1913 
Guarantee Society, Ltd. ..... 1914 
Ulster Marine Insurance Co., 
ME Pa 5 Sends icicles aon ae 1918 
National Safe Deposit Co., 
| ere ee 1920 
Bradford Plate Glass Mutual 
Insurance Co., Ltd. ....... 1921 
Oldham Fire Insurance Co., 
| (| SOR ney ener eer eer nee 1921 
Lancashire and Yorkshire 
Rev: Int. Co., Ltd. ......... 1921 
Commercial Insurance Com- 
pany of Ireland, Ltd. ...... 1922 














king and his court were frequently in 
the city and parliaments were held there. 
It became a great city of guilds and 
churches, with fifty churches and eighty 
trade guilds. 

On June 13, 1824, the Yorkshire Herald 
announced that there would be estab- 
lished an office, “likely to conduce to the 
advantage of the insurers, insured and 
the public. It is requested that the 
friends of such an institution will meet 
at the York Tavern on Monday, June 

1824, at 12 o'clock noon to consider 
the most expedient means of carrying: it 
into effect.” 

This meeting duly took place at the 
“York Tavern” in St. Helen’s Square, 
today known as Harker’s Hotel. On 
July 26, 1824, the first general meeting 
was held, and the capital was fixed at 
not less than £500,000 in £50 shares. A 
“deposit” of 5% was to be made for each 
share on application, and the directors 
had power “to call for such further de- 
posits as they shall see occasions.” 
Further, in order “to cover the charges 


of est iblishing the company and of the 
first year’s expenses, each proprietor, 
along. with and in addition to his deposit, 
do pay 5/— in respect of each share, the 
surplus to form part of the funds of the 
institution.” 

No promotion 
been paid, no 
placing of shares, 


seems to have 
commission allowed on 
and no needless ex- 
penditure incurred. There was an atmos- 
phere of quiet optimism that the new 
venture would prove a success, and this 
is seen in the fact that at the outset it 
was resolved “that interest at 4% be 
annually paid to the proprietors upon 
the amount of deposits. paid.” 

The solicitors of the new company 
were Messrs. Thorpe & Gray. From 
what we are told about the members of 
the firm as energetic and public spirited 
citizens, it is safe to give them the 
credit of being the actual promoters of 
the company, and there is little doubt 
that it was owing to their business ability 
that the original resolutions and the 
drafting of the “Deed of Settlement” 
were so admirably framed. Ever since 
the formation of the “Yorkshire Insur- 
ance Company” a member of the family 
of Gray of Gray’s Court has served upon 
the Board of Directors, and it is particu- 
larly fitting that Edwin Gray, the great 
grandson of William Gray of the firm of 
Thorpe & Gray should hold the position 
of chairman in this its Centenary year. 

It had been decided that business 
should be commenced as soon as 7,500 
shares were subscribed, and by August 7, 
1824, it was advertised that 7,400 shares 
had been taken, and it was then re- 
solved “that no more shares shall be 
disposed of but under the approbation 
of the Directors.” 

Early Rates 

An office situate in Coney Street was 
soon found which the Directors agreed 
to rent for £30 per annum, and they met 
there the following week. An advertise- 
ment on 28th August announced that the 
temporary office would be opened for 
business on September Ist, and the fol- 
lowing list of rates quoted is interesting : 

Per cent 

s. d. 
On dwelling houses and furniture, not 
hazardous and on shops and ware- 


houses and goods therein, not hazard- 
OUS  cecevecccccccrsesseseceeeesseseessssece 1 6 


money 





Oy Tarte SOE eo ciskcrvcccdsceseturs 1 9 
On hazardous insurances 2 9 
On doubly hazardous ingurat 4.9 

Insurances in cases which are ‘attenc ed with 
peculiar hazard are charged according to the 


nature of the risk. 

By an Act of the 55th of His late 
George Ill a Duty of 3s. per centum, 
num, is payable to Government. 


Majesty 
per an 


Centenary Volume 


An interesting volume covering the 
Centenary and beautifully illustrated and 
printed has been issued, some copies of 
which will be distributed after reaching 
this country. It is understood — that 
Edwin Gray, chairman, personally di- 
rected the preparation of the book, as 
well as writing the text, his style being 
lucid and literary. 

The growth of the company has been 
steady and progressive and it has a 
world-wide fame. A representative of 
THe EASTERN UNDERWRITER during a trip 
half way around the world noticed York- 


ville Insurance Company signs in many 
quarters of the globe. 

When the company was first estab- 
lished its name was “The Yorkshire 


fire and Life Insurance Company.” On 
May 28, 1898, its name was changed to 
“The Yorkshire Insurance Company,” 
and in June, 1906, it was incorporated as 
“The Yorkshire Insurance Company 
Limited.” 


Praise for U. S. Management 


‘Towards its conclusion the volume 
Says. 

“It is difficult to estimate the value to 
the company of the services it has de- 
rived from the entire staff of officials to 
which all along it has been greatly in- 
debted, particularly the heads of de- 
partments and the managers of the com- 
pany’s branches at home, but a special 
word is due to those in the foreign field 
working far away from headquarters, 
who have locally and_ energetically 


Wisconsin To Codify 
Its Insurance Laws 


COMM. SMITH TELLS AGENTS 


Believes in Agents’ Qualification Laws, 
But They Need Cooperation of 
the Companies 


Insurance Commissioner W. Stanley 
Smith of Wisconsin made some pertine nt 
remarks on the business of insurance 
when speaking last week before the 
Wisconsin Association of Insurance 
Agents meeting at Green Bay, Wis. He 
touched on the subjects of agency quali- 
fications, legislation and the proposed 
codification of the insurance laws of 
Wisconsin. Following is Commissioner 
Smith's talk in part: 

“During the last few years, we have 
heard a great deal of the need for test- 





ing competency of men charged with 
functions vital to the public interest. 
The holding of a license must impose 


upon the individual the duty of consider- 
ing the common welfare and of promot- 


ing right business methods. Ii in- 
dividuals are to be licensed on the basis 
of fitness, what methods should be used 


in applying the test? 

“No insurance department in 
is adequately equipped and_ probably 
none will ever be adequately equipped 
to handle the agency licensing system 
in a way to eliminate agency evils. 

“The situation regarding insurance 
agents ig in some respects getting worse 
instead of getting better. I do not be-. 
lieve that examinations by a commis- 
sioner of insurance preliminary to license 
will entirely solve the problem. The 
issue of a license is merely an incident 
to agency. The license does not deal 
with fundamentals. I believe that agents’ 
qualification laws should be enacted to 
apply to all branches of insurance and 
that the commissioner of insurance 
should have wide discretion in the issue 
and revocation of licenses. 


America 


Remedy Lies With Companies 


“I feel very keenly that the 
for present undesirable 
primarily lies with the insurers and that 


remedy 


they themselves require reformation m 
their ideas regarding agency qualifica- 
tions. Competition, instead of being 
based upon service to policyholders, 
manifests itself at present in the steal- 
ing of agents and of the agent’s busi- 
ness to the end that an insurer may 
show more volume of business. Under 
present practices, the qualified com- 


petent agent is subject to the competi- 
tion of the unprincipled exploiter. As a 
consequence, insurance is not sold to 
meet a need, but is forced on the public 
by the agent whose attention is fixed 
on his commission. 


and safeguard the 
interests. The company was 
fortunate in its selection of the fine old 
firm of Frank & Dubois of New York 
and their underwriting manager, Mr. E. 
B. Boyd, on a visit by Lord Wenlock 
and Mr. Hamilton to open up business 
in the United States; perhaps it is in- 
vidious where all are so good to men- 
tion one more than another, but the 
excuse, if any is needed, is that in no 
other country is so much insurance 
business transacted nor insurance inter- 
ests so paramount. 

“At the end of one hundred years 
of history we review with pride all that 
has been done, and we recall with grati 
tude the names of those who laid so well 


sought to 
company’s 


promote 


the foundation upon which the ‘York- 
shire Insurance Company’ has been 
built. They were men of character, and 


from them the company has inherited a 
fine tradition of hard work, fair dealing 
and business integrity. May this tradi- 
tion be carried on into the far future 
and bring to the ‘Old Yorkshire’ ever 
new and deserved success and _ pros- 
perity.” 

The total assets of the Yorkshire on 
December 31, 1923, were £8,599,865. 


conditions * 


“The problem of agency in insurance 
must be solved on the fundamental con- 
sideration of insurance, namely, service 
to the insured. 


Why So Many Laws Are Passed 


“The charge is made every day that 
the business of insurance is hampered 
by “too much legislation.” No one will 
question the statement. that insurance 
must be regulated to protect the public 
and also the interests of the insurers. 

“A study of the history of insurance 
regulation will tend to show that legisla- 
tion is resorted to when the business 
demonstrates that it has failed to do jus- 
tice to the public. Necessity has forced 
legislators to make laws to regulate con- 
ditions which might better be cared for 
by private initiative. 

“The legislation which is to come in 
the future will be determined from the 
relations between the business and the 
insuring public. 

‘The insurance 


fraternity has in the 


past been to a very great extent un- 
mindful of its obligations and_ re- 
sponsibilities at many points. These ob- 


ligations and responsibilities, briefly 
stated, are the development of a better 
understanding and helpful good will be- 
tween the executives, managers and 
agents of the insurance companies and 
the insuring public; and a hearty coop- 
eration with the State Insurance Depart- 
ment in all matters. 
To Codify Wisconsin Laws 

“TI very strongly feel that as insurance 
agents it is your duty to assist in the 
solution of the problems of insurance. 
The insurance department is contemplat- 
ing and working on a codification and 
revision of our insurance laws. We de- 
sire to harmonize, clarify, and perfect 
the statute law. In connection there- 
with, we are planning a series of round 
table discussions. You are interested in 
the matter of agents’ qualification, the 
policy form, the rates and underwriting 
practices, the acquisition cost, and in the 
prevention of litigation by proper claim 
settlements. All of these subjects will 
be considered in the discussions. I wish 
at this time to invite you individually 
and through your committees to par- 
ticipate and present your suggestions on 
any matters relating to the insurance 
business.” 


Campenion anil Suede Agents 
Stand by New W. Va. 20 P. C. Scale 


The 20 per cent flat commission rule 
put into effect in West Virginia, October 
1, is being generally accepted and it now 
looks as if the situation is definitely set- 
tled, according to special agents covering 
the field. At the time of the promulga- 
tion of the new rule, the West Virginia 
Uniformity Association composed of 
managers of various companies operat- 
ing in the state had obtained signa 
tures to 96.1 per cent of premiums writ- 
ten in West Virginia. Since then, addi- 
tional signatures including those of the 
National Union and the London & Lan- 
cashire group have been added, making 
the percentage of signed premiums about 
97.5 per cent, adding additional strength 


to the effectiveness of the rule. 
Furthermore, the special agents’ or- 
ganization known as the West Vir- 


ginia Fire Underwriters Association has 
gone on record affirming the rule and 
pledging its enforcement. The cumula- 
tive effect of these evidences of sup- 
port of the 20 per cent commission plan 
indicates finality so far as the companies 
are concerned, it is asserted, and com- 
pletely refutes recently unfounded 
rumors which have been given publicity 
to the effect that companies had written 
agents to ignore instructions previously 
given them pending arrival of special 
agents on the scene. 


TO MEET AT WASHINGTON 
The semi-annual meeting of the South 
Eastern Underwriters Association will 
be held November 13 at the Hotel Wash- 
ington, Washington, D. C: The executive 
committee will hold its i at the 
same place November 11 and 
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York-Antwerp Rules of 1924 


New and Amended Paragraphs as Adopted by 
Stockholm International Law Conference 


Following is the text of the new and 
amended paragraphs of the York-Ant- 
werp Rules, now called the Rules of 
1924, as adopted by the convention of 
the International Law Association meet- 
ing in Stockholm last month. It is 
expected that these rules will apply 
shortly to all general average adjust- 
ments, for although they contain clauses 
which marine insurance men here and in 
other countries would like to see changed 
they nevertheless represent an improve- 
ment over the York-Antwerp Rules as 
the latter now stand and should there- 
fore the approval of maritime 
and marine underwriting interests the 
world over. 

Rule A.—There is a General Average Act 
where any extraordinary sacrifice or expenditure 
is voluntarily and reasonably made or incurred 
in time of peril for the purpose of preserving 
the property imperilled in a common maritime 
adventure, a 

General Average sacrifices and expenses shall 
be borne by the different contributing interests 
on the basis hereinafter provided. 

Rule B.—Only such damages, losses or ex 
penses which are the direct and necessary con 
sequence of the General Average Act shall he 
allowed as general average. : 

Damage or loss sustained by the ship or 
cargo through delay. on the voyage (such as 
demurrage) and indirect loss (such as losses 
of market) from the same cause shall not be 
admitted as general average. 

Rule C.—Rights to contribution in general 
average shall not be affected though the danger 
which gave rise to the sacrifice or expenditure 
may have been due to the fault of one of the 
parties to the adventure; but this shall not 
prejudice any remedies which may be open 
against that party for such fault. 

Rule D.—The onus of proof is upon the party 
claiming in general average to show that the 
loss or expense claimed is properly allowable 
as general average. 

Rule E.—Any extra expense or loss incurred 
in place of another expense or loss which would 
have been allowable as general average, shall 
be deemed to be general average and so allowed, 
but only up to the amount of the general aver 
age expense or loss avoided. 

Rule F.—General average shall be adjusted 
as regards both loss and contribution upon the 
basis of values at the place where the adventure 
ends, 

This rule shall not affect the determination of 
the place at which the average statement is 
to be made up. 

Rule I.—Jettison of Deck Cargo 

No jettison of deck cargo shall be made good 
as general average, unless such deck cargo is 
carried in accordance with the recognized cus- 
tom of the trade. _ 

Every structure not built in with the frame 
of the vessel shall be considered to be a part 
of the deck of the vessel. 

(Old rule unamended except for 
bold face.) 

Rule V.—Voluntary Stranding 


When a ship is intentionally run on shore, 
and the circumstances are such that if that 
course were not adopted she would inevitably 
drive on shore or on rocks, no loss or damage 
caused to the ship, cargo and freight or any 
of them by such intentional running on shore 
shall be made good as general average. But 
in all other cases where a ship is intentionally 
run on shore for the common safety, the conse- 
quent loss or damage shall be allowed as general 
average. 

. (Old rule, deleting the words “sink or.’’) 


Rule VII.—Damage by Use of Machinery 

Damage done to a ship or cargo and caused 
by the use for the common safety of the 
machinery and boilers of a ship which is ashore 
and in a position of peril shall be allowed in 
general average; but where a ship is afloat no 
loss or damage caused by working the ma- 
chinery and boilers shall be made good as 
general average. 

Rule VIII.—Expenses Lightening a Ship When 
Ashore, and Consequent Damage 
When a ship is ashore and in a position of 
peril, and cargo and ship’s fuel and stores or 
any of them are discharged in order to refloat 
her for the common safety, the extra cost of 
lightening, lighter hire and reshipping (if in- 
curred) and the loss or damage sustained there- 

by shall be admitted as general average. 
Rule IX.—Cargo, Ship’s Materials, and Stores 
Burnt for Fuel 

Cargo, ship’s materials, and stores, or any of 
them, necessarily burnt for fuel for the common 
safety at a time of peril, shall be admitted as 
general average, when and only when an ample 
supply of fuel had been provided; but the esti- 
mated quantity of fuel that would have been 
consumed, calculated at the price current at the 
ship’s last port of departure at. the date of her 


receive 


words in 


leaving shall be credited to the general average. 

(Old rule, deleting the words “shall be charged 
to the Shipowner and’”’.) 

Rule X (b.)—The cost of handling on board or 
discharging cargo, fuel or stores, whether at 
a port or place of loading, call or refuge, shall 
be admitted as general average when the han- 
dling or discharge was necessary for the com- 
mon safety or to enable damage to the ship 
caused by sacrifice or accident to be repaired, if 
the repairs were necessary for the safe prosecu- 
tion of the voyage. 

(Old rule, but including reference to handling 
on board, and adding words “fuel or stores.’’) 

Rule X (c.)—Whenever the cost of handling 
or discharging cargo, fuel or stores is admissible 
as general average, the cost of reloading and 
stowing such cargo, fuel or stores on board the 
ship, together with all storage charges (includ- 
ing fire insurance, if incurred) on such cargo, 
fuel or stores shall likewise be so admitted. 
But when the ship is condemned or does not 
proceed on her original voyage, no storage ex- 
penses incurred after the date of the ship’s 
condemnation or of the abandonment of the 
voyage shall be admitted as general average. In 
the event of the ship being condemned before 
completion of discharge of cargo, storage ex- 
penses, as above, shall be admitted as general 
average up to the date of completion of dis- 
charge. 

(Practically old rule with addition of words 
in bold face.) 

Rule 10 

Rule X (d.)—If a ship under average be in 
a port or place at which it is practicable to 
repair her, so as to enable her to carry on the 
whole cargo, and if, in order to save expenses, 
either she is towed thence to some other port 
or place of repair or to her destination, or the 
‘argo or a portion of it is transshipped by another 
ship, or otherwise forwarded, then the extra 

ost of such towage, transshipment, and _for- 
warding, or any of them (up to the amount of 
the extra expense saved) shall be payable by the 
several parties to the adventure in proportion 
to the extraordinary expense saved. 

Where the cargo or a portion of it is for- 
warded to destination as above, such cargo 
shall remain liable to contribute to the general 
average as if it had not been forwarded. 

(Old rule with addition of last sentence.) 

Rule XI.—Wages and Maintenance of Crew 
in Port of Refuge, ete. 

When a ship shall have entered or been de- 
tained in any port or place under the circum- 
stances, or for the purposes of repairs mentioned 
in Rule X, the wages payable to the Master, 
Officers and Crew, together with the cost of 
maintenance of the same, during the extra period 
of detention in such port or place until the ship 
shall or should have been made ready to pro- 
ceed upon her voyage, shall be admitted as gen- 
eral average. But when the ship is condemned 
or does not proceed on her original voyage, the 
wages and maintenance of the Master, Officers, 
and Crew, incurred after the date of the ship’s 
condemnation or of the abandonment of the 
voyage, shall not be admitted as general aver- 
age. 

Where cargo has been forwarded as provided 
for in Rule X (d), the Shipowner’s right of 
recovery from it in general average for wages 

ind maintenance as above, shall not be preju- 
diced thereby. 

(Old rule with addition of last sentence.) 


Rule XII.—Damage to Cargo in Discharging, . 


etc. 

Damage to or loss of cargo, fuel or stores 
caused in the act of handling, discharging, 
storing, reloading and stowing shall be made 
good as general average, when and only when 
the cost of those measures respectively is ad- 
mitted as general average. 
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(Practically old rule with addition of words 
in bold face.) ; 

Rule XI1l.—Deductions from Cost of Repairs. 

In adjusting claims for general average, re- 
pairs to be allowed in general average shall be 
subject to the following deductions in respect 
of “new for old,” viz:— 

In the case of iron or steel ships, from date 
of original register to the date of accident. 

Up to 1 Year Old (A) ; 

All repairs to be allowed in full, except paint- 
ing or coating of bottom, from which one-third 
is to be deducted, 


Between 1 and 3 Years (B) 

One-third to be deducted off repairs to and 
renewals of Woodwork of Hull, Mastg and 
Spars, Furniture, Upholstery, Crockery, Metal 
and Glassware, also Sails, Rigging, Ropes, 
Sheets and Hawsers (other than wire and chain), 
Awnings, Covers and Painting. One-sixth to be 
deducted off Wire Rigging, Wire Ropes and 
Wire Hawsers, Wireless Apparatus, Chain 
Cables and Chains, Insulation, Donkey Engines, 
Steam steering gear and connections. Steam 
winches and connections, Steam Cranes and con 
nections and Electrical Machinery; other repairs 
in full. 

Between 3 and 6 Years (C) 

Deductions as above under Clause B, except 
that one-third be deducted off Insulation, and 
one-sixth be deducted off Ironwork of Masts 
and Spars, and all Machinery (inclusive of 
Boilers and their Mountings). 

Between 6 and 10 Years (D) 

Deductions as above under Clause C, except 
that one-third be deducted off Ironwork of 
Masts and Spars, Donkey Engines, Steamsteer- 
ing Gear, Winches, Cranes and connections, re- 
pairs to and renewal of all Machinery (inclusive 
of Boilers and their Mountings), Wireless Ap- 
paratus and all Hawsers, Ropes, Sheets and 
Rigging. 

Between 10 and 15 Years (E) 

One-third to be deducted off all repairs and 
renewals except ironwork of hull and cementing 
and chain cables, from which one-sixth to be 
deducted. Anchors to be allowed in full. 

Over 15 Years (F) 

One-third to be deducted off all repairs and 
renewals. Anchors to be allowed in full. One- 
sixth to be deducted off chain cables. 

Generally (G) 

The deductions (except as to Provisions and 
Stores, Insulation, Wireless Apparatus, Ma- 
chinery and Boilers) to be regulated by the 
age of the ship and not the age of the particular 
part of her to which they apply. No painting 
bottom to be allowed if the bottom has not 
been painted within six months previous to the 
date of the accident. No deduction to be made 
in respect of old material which is repaired 
without being replaced by new, and Provisions, 
Stores and Gear which have not been in use. 

In the Case of Wooden or Composite Ships 

When a ship is under one year old from date 
of original register, at the time of accident, no 
deduction new for old shall be made. After that 
period a deduction of one-third shall be made, 
with the following exceptions: 

Anchors shall be allowed in full, Chain cables 
shall be subject to a deduction of one-sixth only. 

No deductions shall be made in respect of 
provisions and stores which had not been in 
use. 

Metal sheathing shall be dealt with, by allow- 
ing in full the cost of a weight equal to the 
gross weight of metal sheathing stripped off, 
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United States Merchants & Shippers Insurance Co., New York 
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Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,054,621.08 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,325,877.59 
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minus the proceeds of the old metal. Nails, felt, 
and labor metalling are subject to a deduction 
of one-third, 

When a ship is fitted with propelling, refrig 
erating or electrical machinery, or with insula 
tion, or with wireless apparatus, repairs to such 
machinery, insulation or wireless apparatus to 
be subject to the same deductions as in the 
case of iron or steel ships. 

In the case of ships generally— 

In the case of all ships, the expense of 
straightening bent ironwork, including labor of 
= out and replacing it, shall be allowed in 
full. 

Graving dock dues, including expenses of re 
movals, cartage, use of shears, stages, and 
graving dock materials, shall be allowed in full, 

(Old rule brought up to date by inclusion 
of modern appliances.) 


(To be concluded) 


CHANGE IN AUTO RULES 
National Conferenne Genute Six Months 
Suspension Period in Winter 
For New England Cars 


The National Automobile Underwrit- 
ers Conference and the National Bureau 
have granted the request of the New 
England Advisory Board that a winter 
suspension period be allowed motor cars 
in New England accompanied by a pro 
rata return of premium. This 
covers liability, property damage 
and collision insurance, and the period 
of suspension runs from November 1 to 
May 1. No return of premium will be 
given to assureds who do not take their 
cars out of service for at least sixty 
consecutive days during the six months 
that cover the coldest part of the year. 

There has been agitation for this 
change for many months in New Eng- 
land. Automobile owners there say that it 
1s impossible or impractical for them to 
use their pleasure cars during the severe 
winter months when the roads are 
clogged with snow or during the first 
spring months when heavy rains and 
melting snow render country roads diffi- 
cult to use. Nevertheless, assureds have 
had to pay for insurance for these extra 
months when their cars are not in use 
and no hazards exist under liability, 
property damage or collision policies, or 
cancel their contracts with the approach 
of winter and renew them the following 
spring. 

The result has been in the past that 
many assured cancelled their insurance 
in the late Fall and renewed with differ- 
ent companies the next year due to the 
energy of competing agents. In order 
to reduce this constant cancelling and 
shifting of policies the New England 
Advisory Board, which represents the six 
state associations of local agents, sought 
ithe change which has been made. Kd- 
win J. Cole, of Fall River, chairman of 
the Advisory Board, was instrumental 
largely in getting the change put 
through which now allows automobile 
policies to remain with the same com- 
panies alll year round and still grants 
assureds the relief which they desired. 


conces- 
sion 


JERSEY SPECIALS TO MEET 


The October meeting of the New Jer- 
sey Special Agents’ Association will be 
held Monday, October 20, at the New- 
ark Athletic Club at 12.30 noon. Wil- 
liam Evans, president of the Cooper- 
Hewitt Company, will give a talk on 
mercury lighting. This address is the 
first of a series bearing on important 
industries in New Jersey. 
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La Salle Fire Bought 
By Union Indemnity 


CONTROL OF STOCK PASSES 


Purchase Gives Company Opportunity 
For Expansion Along Fire Lines; 
W. I. Moss Back 


New Orleans, La., Oct. 15.—There 
was no significance in the coincidence 
of the return this week from Europe 
of W. Irving Moss, president of the 
Union Indemnity Company and_ the 
Great Union Fire and Marine, and the 
announcement that the Union Indemnity 
Company had purchased the La Salle 
Fire of New Orleans. 

The La Salle Fire is a local company 
which has been doing a limited business 
in a number of states. The officers of 
the La Salle Fire are to continue as at 
present except that W. Irving Moss will 
be chairman of the board of directors, 
and Mike M. Moss will be senior vice 
president. The La Salle Fire has ap- 
proximately $1,000,000 capital and sur- 
plus. 

Under the merger plan the Union In- 
demnity Company will issue an addi- 
tional $500,000 capital stock and add an- 
other $500,000 to its surplus. The stock 
will be exchanged with the La Salle 
Fire on the basis of one share of La 
Salle for two of Union Indemnity. 

The purchase of the La Salle Fire 
gives the Union Indemnity Company the 
opportunity for expansion along fire 
lines. 

The present capital of the Great Union 
Fire and Marine is $250,000 and its sur- 
plus $300,000. The Great Union F, & M. 
has been run heretofore without any 
expansion efforts. 

President Moss said to THe Eastern 
UNDERWRITER that he was not ready at 
the present time to announce the devel- 
opment plans of the two fire insurance 
companies. 

It is also announced that the capital 
stock of the Union Indemnity Company 
will be increased to $2,500,000 and the 
surplus from $900,000 to approximately 
$1,400,000. The Union Indemnity Com- 
pany is five years old and is writing busi- 
ness at the rate of about $7,000,000 of 
premium income annually. 

The Union Indemnity will go into its 
beautiful new building soon. This build- 
ing has already been described in THe 
EASTERN UNDERWRITER. 

Mr. Moss came back to the United 
States on the Homeric and his trip was 
purely for pleasure. While abroad he 
visited Northern Italy and spend a short 
time in Paris. 





Lawton-Byrne-Bruner Agency 
Warns Missouri Voters 


The Lawton-Byrne-Bruner Insurance 
Agency, St. Louis, Mo., is not unmindful 
to the dangers of the enactment of 
Proposition No. 6, the radical labor 
workmen’s compensation act, by the vot- 
ers of Missouri on November 4. In 
every piece of outgoing mail this office 
inserts a warning to Missouri to beware 
of the danger before them. The notice 
reads : 

“Important. Vote ‘No’ on  Propo- 
sition No. 6 at general election, Novem- 
ber 4. 

“This proposition provides for a 
workmen’s compensation law, which is 
most drastic in its provisions. 

“We are strongly in favor of a com- 
Pensation law but it should be drawn to 
safeguard the interests of both employer 
and employee and not drive business 
from our state. 

“A highly technical law, such as work- 
men’s compensation, should be passed by 
our Legislature and not through initia- 
tive petition. 

“We will furnish further information 
on request. 

“Vote ‘No’ on Proposition No. 6.” 


To Offer Auto and 
Household Coverage 


THROUGH TRAVELERS FIRE 
L. F. Butler, President, Travelers Group, 
Heads New Company; 


Other Officers 


Now that The Travelers Fire is ready 
for launching with paid up surplus and 
capital it can be announced that the 
first developments will be to enable The 
Travelers to issue a complete automobile 
coverage and a complete household 
coverage. 

Formerly the fire insurance end of 
such a cover had to be furnished out- 
side of The Travelers family. 

The Travelers Fire is getting ready 
to enter various states. There is wide- 
spread interest as to who the company’s 
chief fire underwriter will be and it is 
understood the appointment has not 
been made yet. 

The officers of the Travelers Fire are: 
LL. Ff. Butler, president of The Travelers 
Insurance Company and The Travelers 
Indemnity Company, president. William 
BroSmith, vice president and legal direc- 
tor of the other companies is vice-pres- 
ident; L. Edmund Zacher, vice president 
and secretary; Walter I. Batterson, as- 
sistant secretary; William H. Pye, 
comptroller; C. D. Rarey, auditor, and 
W. R. Slocum, cashier. 

Mr. Zacher is vice president and 
treasurer of the other companies and is 
given credit for much of the success of 
the financial standing and good invest- 
ment of those companies. Mr. Pye is 
comptroller of the other companies, Mr. 
Rarey, auditor, and Mr. Slocum, cashier. 

Walter E. Batterson is an assistant 
secretary of the liability and compensa- 
tion departments of The Travelers In- 
surance Company. His rise has been 
steady and fast, and he is the one center 
of conversation about the new fire com- 
pany. Mr. Batterson is still in his thir- 
ties. He joined The Travelers in 1908 
as a Clerk. Later he became chief clerk 
of the liability department and then was 
transferred to the agency department as 
special agent, first working from the 
Chicago branch office and later going 
to Detroit. He is a grandson of James 
G. Batterson, founder of The Travelers. 

OPEN SERVICE OFFICE 

The accident and liability department 
of the Attna Life has opened a service 
office in Jacksonville, Florida, under 
supervision of the Atlanta branch office. 
S. S. Smith, supervising special agent, 
will be in charge. 


George L. Truitt, vice-president and 
general manager of the Northwestern 
Casualty & Surety, was in New York 
this week. 
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Partial Protection 
in Ohio State Fund 


MARITIME COVERAGE LACKING 
Letter Sheds Light on Question of Their 
Ability to Give Full Compen- 
sation Cover 


From time to time the question arises 
as to the ability of the various state 
funds to afford full and complete pro- 
tection under workmen's compensation 
policies for accidents occurring in mari- 
time employments where a claim is made 
against the employer in the Federal 
Courts. 

The position of the employer in Ohio 
is not wholly a comfortable one inas- 
much as the state fund of that state is 
not giving protection to claims which 
are not brought under the compensation 
act and although a premium is paid on 
the payroll of the employes engaged 
principally on land, but partly on water, 
it is clear that there is no protection 
afforded for injuries sustained in mari- 
time employments. This is illustrated 
by a letter of the Ohio State Fund ad- 
dressed to a Cleveland engineering com- 
pany, which is as follows: 

“The Supreme Court of the United 
States on February 25, 1924, in The State 
of Washington vs. W. C. Dawson & Co. 
and Industrial Accident Company of 
California, et al., The James Rolph 
Co. et al., held unconstitutional the John 
Mills Bill, Public No. 239 passed by the 
sixty-seventh Congress, amending sec- 
tions 24 and 256 of the judicial code of 
the United States, insofar as it at- 
tempted to include maritime employes, 
other than masters or members of the 
crews of vessels, under state compensa- 
tion laws. 

“Payment to masters and members of 
the crew of vessels for injuries sus- 
tained by them was provided for in an- 
other act of Congress and the Johnson 
Mills Bill sought to permit the inclusion 
of other maritime employes within the 
terms of workmen’s compensation laws. 


Commission’s Action 


“Your attention is called to the action 
of the Commission under date of July 
30, 1924, as follows: 

“The Acturial and Auditing Depart- 
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ments be instructed in view of the 
United States Supreme Court decision 
as to maritime employment matters to 
immediately inspect and revise the pay- 
rolls of all employers engaged in mari- 
time employment in the State of Ohio, 
and include in the payroll reports for 
the purpose of paying premium into the 
State Insurance Fund, only the wages 
of such employes as are not engaged in 
maritime employment; that the resolu- 
tion adopted October 24, 1922, be re- 
voked and that the foregoing motion be 
made effective as of August 1, 1924. 

“As a working proposition the Com- 
mission will agree for the present to 
include wages paid to men engaged in 
duty on land. 

“The above action will necessitate the 
inclusion by employers in their payroll 
reports only the payroll of employes for 
their duties performed on land and will 
exclude all payroll or other remunera- 
tion for services performed on floating 
craft. 

“Where the duties of the employes are 
such that a portion of same are per- 
formed on land and a portion on water, 
the payroll will be divided on a percent- 
age basis depending on the time spent 
on land and that spend on water. 

“Employes where their duties are prac- 
tically wholly on land but only occa- 
sionally or a negligible percentage of 
their time is spent on water, the entire 
payroll of such employes will be in- 
cluded, while on the other hand, where 
employes duties practically wholly on 
floating craft and only in exceptionai 
cases that their duties are performed 
ou land, none of such employes payroll 
will be required to be included, it being 
the desire to not require an absolute 
division of each individual employes 
wages but an equitable percentage divi- 
sion of the industries combined payroll. 


Where Three or More Are Employed 


“Employers who are. employing three 
or more persons in the same business or 
in about the same establishment and 
whose duties are not wholly maritime in 
their nature, are subject to the pro- 
visions of the Ohio Workmen’s Compen- 
sation Law as heretofore. Should you 
have less than three employes that would 
come under the Ohio Workmen’s Com- 
pensation Law it is not compulsory that 
you should carry coverage with the 
Commission, and should you desire your 
risk cancelled you should advise the com- 
mission of such fact. Employers of less 
than three employes can carry coverage 
under the Ohio Law if they so desire. 

“Employers are hereby instructed to 
divide their payroll and report that por- 
tion as outlined above and the same will 
be audited at the time our regular pay- 
roll auditors go over their reports.” 

In Ohio stock companies are not per- 
mitted to write policies covering com- 
pensation and, therefore, employers in 
that state are in a difficult position. In 
New York State, however, stock com- 
panies can issue a policy protecting un- 
der the compensation law and in addi- 
tion all other claims whether brought in 
the Federal Court or otherwise for dam- 
ages. 

It is many times difficult to anticipate’ 
under what circumstances or conditions 
an injury may occur which will entitle 
an employe to bring an action for dam- 
ages and, therefore, one safe way is for 
the employer to take out stock company 
insurance in all-states where stock com- 
pany protection can be secured, 
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Change Meeting Place 
Of Insurance Ad Men 


ANNOUNCE TENTATIVE PLANS 


Many Speakers On ‘Peegeems Open 


Forum Discussions of Various 


Topics To Be Held 


The convention of the Insurance Ad- 
vertising Conference at Pittsburgh on 
October 27 and 28 will be held at the 
William Penn Hotel instead of at the 
Hotel Schenley as previously planned, 
according to an announcement made by 
Edward A. Collins, president of the Con- 
ference. The tentative program of the 
convention has also been announced. 

Included among the speakers are va- 
rious advertising managers representing 
many of the companies. Open forum 
discussions of interesting topics will be 
held 

The tentative 


program follows: 


Morning Session 

President Edward A. Collins will pre- 
side at the morning session of the con- 
ference. Chauncey S. S. Miller, chair- 
man, speakers and program committee, 
will address the conference on “Scope 
and Objectives of This Program.”  Dis- 
cussions on the media now used will be 


led by L. A. Sope r, manager, sales pro- 
motion, Phoenix Mutual Life, on “News- 
papers;” L. B. Little, manager, publica- 
tions, Metropolitan Life, on “Magazine ;” 
Clifford Elvins, advertising manager, 
Imperial Life, .on “Posters and Bill- 
boards;” Stanley Withe, assistant di- 


rector of publicity, Aetna 
B. N. Mills, publicity manager, Bank- 
ers Life; E. A. Collins, assistant secre- 
tary, National Surety, on “Folders and 
Fillers ;” Floyd, Provident Mutual Life, 
on “Direct Mail;” George A. Morse, ad- 
vertising manager, Moore & Summers, 
General Agents N. E. M. Life, on “Win- 
dow Displays;” C. A. Palmer, advertis- 
ing manager, Insurance Co. of No. 
America, on “Specialties;” FE. L. Sulli- 
van, advertising manager, Home; Clifford 


Affiliated Cos.; 





Elvins, vice president, Impe srial Life, 
Toronto, on “House Organs;”’ W. W. 
kllis, publicity manager, Commercial 


Union, on “Insurance Press.” 

Following a luncheon John Howe 
Wright, editor of “Postage” will address 
the conference on “Anything that can 
he sold can be sold by mail.” 

Vice-President R. L. Clark will preside 
over the afternoon — session. Under 
“Echoes of the London 1924 Conven- 
tion, the speakers will hear Vincent 
Lewis, secretary, British Insurance Sec- 
tion, International Advertising Conven- 
tion; B. Smither, chairman, British In- 
surance Section, International Advertis- 
ing Convention, and C, A. Palmer, Ad- 
vertising Manager Insurance Co. of 
North America. Following this discus- 
sion addresses by George T. Wight, sec- 


retary, Life Presidents’ Association, on 
“The Insurance Advertising Conference 
and Public Relations” and E. A. Wood, 
general agent, Equitable Life Assurance 
Society, and expressions from local 
agents on “The Kind of Advertising 


Help We Want,” will be heard. At the 
evening session the Advertising Man- 
agers’ Group meeting and the Executive 
Committee meeting, C. A. Palmer pre- 
siding over the latter, will be held. 
Tuesday Session 
At the Tuesday morning session Com- 


missioner C. S. S. Miller will preside. 
Following this the “Advertising Exhibit 
Quiz” and “Question Box” will be held. 

Commissioner Clifford Elvins will pre- 
side at luncheon at which the Holcombe 
Trophy Award will be made. The an- 
nouncement will be made by L. A. Soper, 
manager sales promotion, Phoenix 
Mutual Life. The presentation will be 
made by P. L. Thomson, president, Asso- 
ciation of ‘eee Advertisers. The 
addresses at the afternoon session will be 
made by Postmaster O’Callaghan, Nash- 
ville, Tenn., on “Uncle Sam Stimulates 
Fire Insurance Sales;”’ Homer Buckley, 
president, Direct Mail Advertising As- 
sociation, and Spencer Welton, vice- 
president Fidelity & Deposit, on “Selling 
the Advertising to the Local Agent.” 
A discussion on “Waste” will be led by 
R. L. Clark, advertising manager Con- 
tinental Group; A. H. Reddall, advertis- 
ing manager, Equitable Life Assurance 
Society; C. A. Palmer, advertising man- 


ager, Insurance Co. of North America. 
Discussions 
The following suggestions for open 


forum discussions will be made: 

1. What can we do to lessen the mortality 
among advertising pieces sent out to help our 
agents to help themselves, 

What is the real value of consumer ad- 
vertising in the name of the company; does the 
company receive sufficient benefit to justify 
the expense of a genuine advertising campaign? 

3. To what extent does advertising in in- 
surance publications promote the interests of 
the various companies? 


4. What papers should be selected for use 
and what frequency and size of advertising 
space is most desirable? 

5. Are agents being persuaded to advertise 


on their own account? 

6. Will agents make use 
matter, particularly larger 
envelope stuffer? 

7. Is it possible to get agents to imprint or 
rubber stamp advertising matter when fur- 
nished to them in blank by the company? 

8. Are many agents still insistent on calendars 
and blotters? 

Y, What is the 
agents; 
tion of 
answers? 

10. What part in building up company busi- 
ness does the house organ play: 

(a) As to loyalty and individual good will 
» agents? 
(b) As to its 
different lines? 

11. Of what value is Direct by Mail Adver- 
tising furnished to agents by company: 

(a) Form letters —in series — on 
lines? 

(b) General 
of Insurance? 

12. What is the value of souvenirs presented 
to agents for their own use or for general dis- 
tribution ? 

(a) As to good will builders? 
(b) As to business getters? 

13. Window Posters for agents: 

(a) Service from the Home Office or from 
a concern specializing in photographic sub- 
jects? 


(b) Do the 


of odd-size printed 
than the customary 


is value of questionnaires to 
specifically, will any adequate propor- 
them make intelligent interesting 


value in the selling of 


specific 


letters on the whole subject 


agents use the posters and 
consider them as business builders? 

14. Is it possible to estimate the percentage 
of printed matter furnished to agents that re- 
mains unused? 

5. Is printed matter sent out to agents 
voluntarily and in quantities required to make 
specific requisitions from samples submitted? 


For Major Discussion 
16. This subject is submitted for consideration 
in major discussion, 
\a) Imprinting use and abuse of it. 
(b) Privately owned printing plant. 


(c) Souvenirs for agent and those given 
to agents, 
(d) How much of the general expense 


ratio should go toward supplies? 

17. Printing costs and printing 
supervision generally. 

18. Re-mail campaigns prepared at the home 
office for the benefit of agents: What propor- 
tion of the expense should be borne by the 
company and by the agents? 

19. Should we support trade papers prin 
cipally with the idea of helping maintain insur- 
ance news mediums or does our advertising in 
them really increase our business? 


department 
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Compensation 








TO HOLD CONVENTION 





National Surety Agents Must Qualify To 

Attend Affair To Be Held Next 

March 

The next agency convention 
National Surety will be held 
the first and fifteenth of March, 
New Orleans, La. 
fication is: 

1. Hospital bond paid premiums dur- 
ing October, November and December 
of this year must amount to five per 
cent of the agent’s net paid premiums 
in all lines during 1923. (Minimum 
Hospital Bond premiums required, $3,- 
000.) 

2. The agent’s other lines of business 
must not suffer during the three-month 
period mentioned. In other words, the 
production in general lines during Oc- 
tober, November and December must, at 
least, be 5% more than the correspond- 
ing period of 1923. 

3. Past due premiums, except subse- 
quents, must not exceed on December 31, 
1924, 50% of the agent’s past due pre- 
miums on December 31, last year. 

4. Subagents, paying for $20,000 in 
other lines, plus hospital bonds, during 
October, November and December ot 
5% of their net 1923 production, may 
qualify. (Minimum hospital bonds pro- 
duction $3,000.) 


of the 
between 
1925, in 
The basis of quali- 





APPOINTS E. I. BROWN 
The New York office of the Conti- 
nental Casualty Company has appointed 
Edward I. Brown as local agent at As- 
bury Park, N. J., for all lines. 





“ 


20. Is a full-page “ad” of greater value than 
four quarter-page ‘ads’? 

21. What is the advertising per copy cost of 
company house-organs? (Suggesting an inter- 
change of sample copies for the company’s 
representatives in the conference with the per 
copy cost indicated thereon.) 

Will a broadside to a 


company’s own 
agents receive as much attention when sent 
under one-cent stamp as under a_ two-cent 
stamp? 
23. How may we develop new salesmanship 


forms, etc., are identical. 
24. Member X submits the following: 
(a) What kind of copy in Insurance 
Journals will give us the best results? 
(b) Are any actual tangible 
achieved from novelty advertising? 
(c) What have Insurance Company of 
North America and Hartford Fire Insur- 
ance Company accomplished thru their ad- 
vertising in the Saturday Evening Post and 
their general media? (In regard to (a) com- 
panies concerned may not be eager to give 
specific information, but they must realize 
we are all watching their efforts in this 
direction.) 
25. What in the mass is the true reaction on 
the part of policy holders to the receipt of birth- 
day greetings from life companies in which they 
are insured? 
26. What is the relative value of posters as 
compared to calendars for use by an insurance 
company ? 


ideas when rates, 


results 


The Zurich Acquires 
Lancashire & Cheshire 


AIDS POSITION | 


British Comping Had Heavy Losses 
Sustained Through a Former Amer- 


IN ENGLAND 


ican Associate 


The Zurich Accident & Liability has 
acquired a controlling interest in the 
Lancashire & Cheshire. In discussing 
this new arrangement “The Review” of 
London says: 

“As is well known, the Lancashire & 
Cheshire has recently been through a 
very severe experience. It sustained 
heavy losses through an American as- 
sociate, control of which was_ sur- 
rendered eighteen months or so ago, 
In other directions also the company has 
had hard experience; marine business 
resulted in heavy underwriting loss. To 
ease the financial position which de- 
veloped, the company in 1922-23 had to 
supplement its £200,000 fully-paid capital 
by an issue of £300,000 debentures (these 
carry 64 per cent interest; part of the 
issue has since been redeemed). The 
last accounts to be published were those 
for the eighteen months ended June, 
1923. They showed a net debit balance 
of £40,000 on 1922-3 working, but a credit 
balance of £49,132 was carried forward 
to credit in the balance sheet. 

“At the commencement of the present 
year a change was made in the executive 
management, Mr. S. W.. Tyler, for 
merly of the British Law, and later Gen- 
eral Manager of the Drapers & General, 
becoming General Manager, with Mr. 
W. Wood, manager of the non-marine 
department, as assistant. 

“The arrangement with the Zurich 1s 
very interesting from various aspects. 
The Zurich is a_ highly-esteemed tg 
office, well known on the Continent; 
has indeed thé distinction of doing an 
largest purely accident business of any 
company on the Continent. Two years 
ago it established itself in this country 
for the writing of direct business on 
non-tariff lines, W. A. Work, a_ well- 
known accident man, previously with the 
Law Accident, the Union Assurance, and 
originally with the Scottish Alliance, be- 
coming manager for Great Britain. The 
company has, however, found _ itself 
somewhat handicapped for direct  busi- 
ness by its purely foreign association, 
and it is known that it has for some 
time been seeking the opportunity for 
removing this handicap. The alliance 
with the Lancashire & Cheshire achieves 
this desire.” 
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Interstate Casualty 
Intervenes In Suit 


AMERICAN GENERAL INVOLVED 





Action Filed In Behalf of Ben C. Hyde, 
Superintendent of Insurance, 
In Missouri 


Following the suit to place the Amer- 
ican General Indemnity Corporation of 
St. Louis, Mo., in receivership that was 
filed in the St. Louis Circuit Court 
Thursday, October 9, by Attorney Gen- 
eral Jesse W. Barrett on behalf of State 
Superintendent of Insurance Ben C. 
IIvde, whose appointment as_ receiver 
for the company was suggested, former 
Supreme Court Justice Conway Elder, 
counsel for Judge Charles G. Revelle, 
receiver for the Interstate Casualty, filed 
an application to intervene as a party at 
interest to the American General In- 
demnity suit. The request was granted 
hy Circuit Judge Frey, and the case was 
then continued until October 22, at 
which time Judge Elder will be permit- 
ted to plead on behalf of his client. 

The Interstate Casualty receiver takes 
the position that through the deal where- 
bv officials and others interested in the 
\merican General Indemnity bought 
into the Interstate Casualty last Feb- 
ruary that corporation assumed the 
equity of the American General In- 
demnity in $209,000 worth of bonds and 
securities on file with the Missouri In- 
surance Department as security to pro- 
tect policvholders in the American Gen- 
eral. Although the company is alleged 
to have failed to keep books and to date 
it has been impossible to obtain an exact 
audit of its affairs, it is believed that but 
some $36,000 in liabilities are outstand- 
ing against the company, and that when 
sufficient of the securities now on file 
with the Missouri Department are sold 
to protect the policyholders of the Amer- 
ican General the balance will be avail- 
able to pay off creditors of the Inter- 
state Casualty. 


TEXT OF RECIPROCAL BILL 


W. K. Chorn Resorts to Briefly Worded 
Bill to Gain Favor for Reciprocals 
in Massachusetts 


Walter K. Chorn, of Kansas City, Mo., 
representing the American Reciprocal 
Insurance Association, hopes to get 
through the Massachusetts legislature in 
the next session the short bill be submitted 
recently to the recess committee of the 
legislature. This bill will be hotly opposed 
by stock insurance interests as evidenced 
by it ataccabi sane the bill made by 





The Missouri Insurance ‘fen 
and the Receiver for the Interstate Cas- 
ualty have great interest in the liquida- 
tion of the American General Indemnity, 
the former because of its official duty 
as guardian of the securities placed with 
it for the protection of the policyholders 
of the company, and the latter because 
of the connection between the two com- 
panies. 

It is understood that in his suit Hyde 
charged that the American General In- 
demnity Corporation failed and refused 
to keep books of its operations with the 
result that no adequate record of assets, 
liabilities and policyholders is available 
for audit. Another charge made was 
that policies were issued by officials of 
the company, although their form had 
not been submitted to nor approved by 
the Missouri Insurance Department. 

When a license was taken out to do 
business in Missouri the company filed 
with the Missouri Insurance Department, 
bonds, mortgage and other securities 
with a purported par value of $209,500. 
These securities Hyde is holding to pro- 
tect the liabilities of the company, but 
their value has been impaired, the suit 
recites, because certain of the purported 
debtors of the company are insolvent 
or bankrupt or deny having received 
any consideration for their signatures to 
the documents signed by them, while 
others are alleged to have denied execut- 
ing the documents purporting to bear 
the signatures. ; 












Ponce 


tractors’ Liability, Credit. 


Health, Hold-Up. 
Landlords’ Liability, Larceny. 


Liability. 


Liability. 
Plate Glase, Public Liability. 
Salary, Steam Boiler. 


Damags, Theatre, Theft. 
Use and Occupancy. 
Workmen’s Compensaticn. 
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The LONDON urites: 


Accident, Automobile Liability, Auto 
mobile Property Demage, Automobile 


Contractors’ Contingent Liability, Con- 


Manufacturers’ Liability, Marine 


Owner’ Linhiiity, Owner’ Construction 


Teams Liability, Teame Property 


President William R. Hedge of the Boston 
and Old Colony insurance companies, and 
Frank A. Dewick, former president of the 
Boston Board of Fire Underwriters. 
Following is a copy of the bill under which 
the reciprocals seek admittance to the Bay 
State: 
THE COMMONWEALTH OF 
MASSACHUSETTS 

In the year 1924. 

An Act authorizing the execution of Recipro- 
cal or Inter-Insurance contracts. 

Be it enacted by the senate and house of 
representatives in General Court assembled, and 
by the authority of the same, as follows: 

Section 1. Chapter 175 of the general laws is 
hereby amended by inserting after section 161 
the following new section, to be numbered 161A 
and to be entitled “Reciprocal or Inter-Insurance 
Exchanges.” 

Section 161A. Reciprocal or Inter-Insurance 
Exchanges or Associations with the principal 
office of the attorney in fact located in this 
commonwealth, may be organized and licensed 
by complying with the general laws relating to 
the organization of mutual insurance companies 
so far as the same are applicable and Reci- 
procal or Inter-Insurance Exchanges or Asso- 
ciations having the principal office of the at- 
torney in fact located in woe state and quali- 
fied therein, may be authorized to transact 
business, other than life, in this commonwealth 
in like manner and upon the same terms and 
conditions, so far as applicable, as are provided 
in the laws of the commonwealth for the admis- 
sion of mutual insurance companies of other 
states, provided, however, that: 

1. The Subscribers Agreement shall be con- 
sidered a deed of settlement for the purposes of 
complying with paragraph 1 of section 151, chap- 
ter 175, of the general laws. 

2. No policy shall be issued insuring a single 
risk for an amount greater than one-tenth of 
the aggregate worth of the several subscribers 
unless the excess over said limit has been re- 
insured to take effect simultaneously with the 
— contract of insurance, 

o attorney in fact of any such Exchange 
or Association or salaried representative or em- 
ployee thereof, shall be required to comply with 
the laws of this commonwealth relating to resi- 
dent agents. 

. Section 75, paragraph 4 of section 151, sec 
tion 157 and section 163 of chapter 175 of the 
general laws, shall not apply to an Exchange or 
Association, their attorney in fact or representa 
tives, except that where resident agents or resi- 
dent solicitors are mainte ained ona commission 
basis they shall comply with paragraph 4 of 
section 151, section 157 and section 163 of chap 
ter 175. 

5. Such Exchs anges or Associations may be 
licensed to transact insurance in this common 
wealth in the name or designation adopted and 
may sue and be sued under such name or desig 
nation. 


UNEMPLOYMENT 


Result of Investigation of Subject 
Made By Russell Sage Foundation, 
New York City 


Students of the problem of industrial 
unemployment in the United States, and 
of possible remedial measures in connec- 
tion therewith, will be interested in an 
announcement made this week by The 
Russell Sage Foundation, New York 
City. According to this announcement, 
the outstanding facts brought out by an 
elaborate investigation of unemployment 
which has just been conducted by the 
Foundation are as follows: 

(1) Averaging good and bad years, 
10 to 12 per cent of all the workers in 
the United States (several millions of 
men and women) are out of work all 
of the time; 

(2) Widespread unemployment is now 
a constant phenomenon with far-reach- 
ing economic, social, psychological and 
moral bearings; 

(3) In seeking work through certain 
types of commercial or fee-charging em- 
ployment bureaus—particularly those 
dealing with unskilled and casual labor— 
thousands of men and women are being 
exploited; 

(4) Public employment bureaus or 
exchanges can make a material contribu- 
tion toward the solution of this and 
other phases of the ever-recurring prob- 
lem of unemployment. 


etree 





The annual fishing trip of the officers 
and executives of the Zurich took place 
last Saturday and Sunday at New Gret- 
na, N. J., and was enjoyed by about 
twenty-five of the Zurich staff. Among 
those who attended were: John A. Die- 
mand, E. Walter Helm, A. W. Andrews, 
John S. Baird, Hugo Bauer, L. A. Bea- 
gle, W. J. Byrne, R. C. Clark, H. P. 
Flurer, George Henderson, R. W. 
Hearne, H. D. Hassall, D. E. James, W. 
C. Klenk, E. W. Lister, F. G. Nugent, 
Phillip O’Brien, B. O’Rourke, G. D. 
Richardson, J. P. Rooney, J. Schneider, 
L. Schneider, C 
Russell B. 


. Schroeder, C. Solez, and 
Taylor. 











THE SUPER-SERVICE COMPANY 














HE “London” agent goes into his field equipped with a valuable asset 

evolved from many years of trustfulness. The Company has financial 
strength, it has years of experience to its credit, it has always kept faith 
with its agents and with its policyholders, it has always played square with 
all with whom it has come in contact. It has established, therefore, a reputa- 
tion for honor which is a real asset to all its agents—new and old A 
LONDON “Super-Service” agent can look any man squarely in the eye 


Electrical M Breakage, Eleva- 
tor Liability, levator Property 
Damage, Employers’ Liability, Engine 
Fly-wheel Breakage. 2 ; 
pra Liability, Game, character and integrity. 
Group Accident dae _ x4 


HEAD OFFICE: 
55 Fifth Ave., New York 





with the firm conviction that he has behind him an institution of strength, 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


C. M. BERGER 


United States Manager 
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Insurance Executive 
A Successful Mayor 


NORMAN A. STEVENS’ 





CAREER 


Started in Insurance Business Twenty- 
Six Years Ago; In Politics For 
Last Six 


Norman C. Stevens, who was elected 
mayor of Hartford last spring, is secre- 
tary of the plate glass insurance depart 
ment of the Aftna Casualty and Surety. 
He started in the insurance field as an 
office boy with the Fidelity and Casualty 
Insurance Co. of New York City, after 
being turned away when told that the 
company already had too many boys. 
Through persistency he finally secured 
a place with the company, twenty-six 
years ago. The insurance game ap 
pealed to Mr. Stevens from the start. 
fle found it vastly interesting and saw 
in it great possibilities. 

For ten years he remained with the 
Fidelity & Casualty, gradually being pro- 
moted through his knowledge of mathe 


MAYOR NORMAN C. 


STEVENS 


mathics to head bookkeeper and later 


to special agent in Brogklyn. He re- 
mained in Brooklyn for one and one half 
years and then went to the Aftna Casu 
alty & Surety Co. 

In 1908 he went to Hartford as man- 
ager of the plate glass department and 
about cight years ago was made sec- 
retary of the company, an office which 
he has held since that time. When he 
went to Hartford plate glass insurance 
had just been inaugurated with the Aftna 
and Mr. Stevens was given the task of 
promoting the field for the company. 
At the conclusion of the first year the 
total amount of the premiums for plate 
glass insurance was $30,000 while last 
year they totaled about $850,000. Though 
Mr. Stevens’ efforts were devoted 
mostly in his own department he 
found time to interest himself in the 
other departments of the company. The 
entire company in 1908 totaled in 
premiums $48,000 and last year $13,000,- 
000. 

Six Years in Politics 

Mr. Stevens became active in city 
affairs about six years ago, when he 
was made a member of one of the local 
ward committees. As a member of the 
ward committe he served in various 
capacities during city campaigns and on 
election days. Two years later he was 
the wards choice for alderman and took 
his seat as a member of the city coun- 
cil. As an alderman the work in which 
he was most interested took him among 
the poor children of the city. 

In 1922 and 1923 he was majority 





leader of the board of aldermen and as 
such, acting president of the board and 
acting mayor in absence of the mayor. 
He was also minority leader when his 
party was the minority party. : 

When he first became a member of 
the common council Mr. Stevens de 
clared he had no intentions of running 
for a second term. He felt that two 
years as an alderman would make him 
a more valuable citizen. But at the ex 
piration of his term his friends urged 
him to run again and he consented to 
do so and at the was primed for 
the mayorship of Hartford. 

Last year he was boomed time and 
again to head the city government and 
after a stiff campaign against a man, 
who probably was the most popular can- 
didate and mayor for a number of years 
prior, Mr. Stevens was elected and in- 
augurated last April for a term of two 
years. 

Since his inaugural 
already stamped out extravagance in the 
city and more than one department has 
felt his weight in matters where he be 
lieved expenditures were not necessary. 

Mayor Stevens was born in Jersey 
City, N. J., November 10, 1883. He was 
educated in the public schools of Bay- 
onne, N. J., and upon his graduation 
from high school and subsequent failure 
to secure an appointment to West Point 
entered the insurance field. 

Mr. Stevens is president of the City 
Club of Hartford, a member of the 
Rotary and Hartford Clubs and is a 
thirty-second degree Mason He has 
held prominent offices in almost every 
Masonic order in this city. 


cl mse 


address he has 


ZURICH BRANCH TO MOVE 


The Philadelphia branch office of the 
Zurich General Accident & Liability has 


secured a long term lease of the entire 
ground floor of 424 Walnut St., Phila 
delphia, Pa., for its use. W. C. Clenk, 
newly appointed manager of the office 


expects to be in the new quarters by 
December 1, the time the new building 
is expected to be ready for occupancy. 
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Compulsory Auto 
Cover Recommended 


DIFFER AS TO BEST METHODS 


Speakers At Pennsylvania Hearing On 
Automobile Insurance Against State 
aatang Field 


Motorists, insurance men, business and 
farmers’ organizations were 


unanimous 
in declaring that liability insurance 
should be compulsory for automobile 


owners, in speaking at a hearing last 
lriday on the question at Harrisburg be- 
fore a Pennsylvania commission  ap- 
pointed by the last Legislature to study 
the question and recommend legislation 
on the subject to the Pennsylvania Legis- 
lature which convenes in January. 

Speakers, however, differed regarding 
the method of compelling the motorists 
to insure against liability from accidents, 
and whether there should be a_ state 
fund to underwrite the liability. With 
the exception of representatives of farm 
organizations, most of the speakers op 
posed having the state handle the liabil 
ity imsurance in the same manner as it 
now handles compensation insurance. 

Representatives of insurance com 
panies in advocating compulsory liability 
coverage, said the state should not en 
croach upon the business of the insur 
ance companies further by entering the 
liability field as it has the compensation 
field, with a portion of the overhead 
paid from state funds. Other speakers 
also requested that there be no dis 
crimination whatever in insurance re 
quirements. 

With examination of drivers now ef 
fective in Pennsylvania before licenses 
are granted, James I. McCoy, Harris 
burg, speaking for the Insurance ledera 
tion of Pennsylvania, said the proper 
manner for the state to enforce protec 
tion to the public is to require the auto- 
mobile Owner to carry sufficient insur 


ance before a license could be obtained. 
Coverage up to $5,000, 


most speakers 
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said, should be 





sufficient for purposes 
of a state law. 

The commission which is studying the 
question in Pennsylvania and_ other 
states, was authorized by the 1923 Legis- 
lature after two bills requiring liability 
insurance as a prerequisite for automo- 
bile license, had failed of passage in 
legislative sessions. No hint of a state 
fund was contained in either of the de- 
feated bills. 

The commission decided to hold a 
series of hearings in cities at dates to be 
fixed later, before drafting its report to 
the Legislature. It is expected the com- 
mission, which consists of Senators, 
Representatives and state officials, will 
sponsor a bill to make liability coverage 
compulsory in Pennsylvania, but without 
establishing a state fund for the purpose, 
or enlarging the duties of the compensa- 
tion fund to include automobile liability. 

Speakers at the hearing last week in 
cluded W. F. Judson, Bell Telephone 
Company, Philadelphia; Charles — H. 
Roth, secretary of the Pittsburgh Motor 
Club; Fred C. Brenckman, secretary of 
the Pennsylvania Grange; Robert 
Haight, Pennsylvania State Chamber of 
Commerce; Edwin R. Cox, Atlantic Re- 
fining Company; Ralph J. Baker, coun- 
sel for the Pennsylvania Electric Asso 


ciation; Raymond A. Chase and H. S. 
Bradley, P hiladelphia insurance men; 
C. H. Roth, Pittsburgh; and John A, 


Slemons of the Pennsylvania Indemnity 
xchange 


FIND FORFEITURES COSTLY 


Surety Company Issues Blank Giving It 
Right To Pay Fine Under 
Bail Bonds 

Some of the surety companies writing 
bail bonds have found that in some in 
stances, particularly those where the 
Volstead act is violated, that forfeitures 
are rather costly and = therefore have 
draited a blank to be filled out at the 
time of the issuance of the bail bond 
permitting an attorney of the company 
to appear, plead guilty and pay a fine. 

A copy of the blank as used by one 
of the surety companies is as follows 

Es won chaacutawss ben vaer ec Muteaesndealn teeters sie 
hereby retain and APOC. .occcccccccescccoccest 
as my attorney at law, to appear for and repre 
sent me and in my behalf to make any and all 
pleas, take any and all actions and do all things 
which, in his discretion, may seem necessary or 
desirable, including the payment of any fine 
that may be imposed or to which he may agree 
in connection with the proceeding against me 
brought in the United States District Court for 


CRE necrecsevsccceven District of New York in 
which I am charged with violation of Volstead 
WU? sccanelautieae cows hereby ratifying and con- 


firming all that my said attorney shall do or 
may do in the premises, 


INDUSTRIAL FATALITIES 
Worker Killed While Flying Awarded 


Compensation; September Accidents 
Increase in N. Y. State 

Albany, N. Y.—The Workmen’s Com- 
pensation Bureau of New York State 
reports one hundred and fifty industrial 
fatalities among the five district offices 
in the state during the month of Sep- 
tember. This number shows a slight in- 
crease over the number for August. The 
reports by districts show seventy-four 
deaths from New York City, twenty-five 
from Buffalo and nineteen, seventeen 
and fifteen fatalities, respectively, from 
the Albany, Syracuse and Rochester dis- 
tricts. The New York City district re- 
ported the first case of death, under 
workmen’s compensation in this state, 
due to airplane flying. Worker, thirty- 
eight years old employed by an ‘airplane 
delivery firm was killed while flying an 
airplane. 





David Van Schaack, director of the 
bureau of inspection and accident pre- 
vention of the AEtna Life, who was 
elected vice-president in charge of public 
safety of the National Safety Council at 
their recent convention in Louisville, 
Ky., has been active in National Safety 
Council work since its establishment in 
1912, when he was a member of the 
original organization committee. He 
served as president for two terms and 
vice-president in charge of public rela- 
tions, 





Oo 












October 17, 1924 






Caru a 1 to 
AS TM or eh 








SMEG 


ns 
t 


Page 31 

















| PICKED UP ALONG = STREET 














How to Play “Cobblestone Golf” 


As everybody either plays golf now- 
a-days or enjoys jokes on those who do, 
there is a special “pull” to any advertis- 
ae matter that has a golf twist. The 

Braniff Agency of Oklahoma City 
id poor a clever use of a golf score 
card. This card was used for a special 
one day production tournament. The 
first page of the card, which folds like a 
regulation score card, reads: 


Score Card 
Cobblestone Golf 
Tournament (open) 
Held on the Fertile Pastures of 
Commerce 
The last page reads: 
Fill out your score according to the rules 
and regulations as per 


To be 


Yer Conshunz 

and mail to 

Phil Braniff 
Official Score Keeper 

T. E. Braniff Co. 
Under the title of 
each of the 

lowing : 


Okla. 
“Distance,” one for 
eighteen holes are the fol- 


Distance 

:. O. B—8:30 A. M. 

BROADCASTING “GOOD 
ING” CHEERFULLY. 

REFRAINING FROM 


MORN 


USELESS 


* CONVERSATION. 


NOT DISCUSSING “HOT 
WEATHER. 
CALLING ON “4” “OLD” PROS- 
PECTS. 
FAIRNESS TO COMPETITION. 
REFUSING TO BE DISCOURAGED. 
, ACCEPTING SUCCESS OR DE 
“AT QUIETLY. 
NO ALIBIS FOR LOST BUSINESS. 
PAR FOR MORNING. 
SCORE FOR MORNING. 


F. O. B.—1:30 P. M 


EVING WHAT YOU SAY. 
ING ON “3” NEW PROS- 
PI nC 


WATCHING COLLECTIONS. 

WISHING OTHERS SUCCESS. 

RESPECTING OTHERS’ OPIN- 
IONS. 

NOT LOSING TEMPER. 

NEW BUSINESS FOR TEBCO. 

FINISHING WHAT YOU 
STARTED. 

PAR FOR AFTERNOON. 

SCORE FOR AFTERNOON. 

TOTAL SCORE. 

The best part of the event was “Phil” 
Braniff’s special letter of instruction or 
tournament “rules” and his accompany- 
ing announcement which is reproduced 
below: 

Gentlemen of the Golf Course: 

Not having been invited to partici- 
pate in any of the open golf tournaments 
this year, mostly because the invitation 
committees probably didn’t know I was 
so good, I have decided to hold a tour- 
nament for the Tebco mailing list. The 
tournament is to be known as 
** THE TEBCO MESSENGER COB- 

BLESTONE GOLF TOURNA- 
MENT ** 


played on the streets of 
your city. Marquis of Queensberry rules 
will be used. The only thing that is 
barred is nothing. You can tee up in 
the rough. The match will probably be 
won or lost on the “green”—the long, 
elusive “green.” The match will be 
played on Monday, August 25th, 1924. 
Starting at sun-up and ending when you 
are ready to quit that day. Lovely prizes 
are to be awarded. The first two for 
which the players will struggle are as 
follows : 
FIRST PRIZE: BEAUTIFUL GUEST- 
ROOM FUR-LINED CUSPIDOR (2 


quart-size) 
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and is to be 


SECOND PRIZE: SUPERFINE 

SHAVING MITTENS (1 pair) 

To determine your score, take for ex- 
ample hole No. 1. The par on this hole 
is “5”. If you atrive at the office at 9 
o'clock that morning, you get a “6” 
which is one over par. However, if you 
are an early bird and come chirping in 
at 8 a. m. you get a “birdie” “4” for your 
score. Please fill out the card imme- 
diately. The winners will be announced 
and the prizes awarded as soon as the 
cards are in. A list of the first returns 
will be published. 

Fae up your fountain pen and tee- 
oT, 





Placers Hard To Find Two Afternoons 
Last Week 


The crowds at Maiden Lane and John 
Street and at several other locations in 
the insurance district on Thursday and 
lriday afternoons of last week were not 
drawn by a fatal automobile accident, 
but by the play by play World's 
Series baseball scores being posted in 
several insurance offices after coming in 
via the radio. Among these offices 
were the Home's local corner and 
Darby, Hooper & McDaniel. Between 
2 o'clock and 4 o'clock these offices were 
jammed with placers, brokers  and- 
underwriters, 


LARGER HOSPITAL 

Charles F. Noyes Company has sold to 
the Beekman Street Hospital the 7-story 
building 109-11 Beekman Street on lot 
40x45, and adjoining the hospital prem- 
113-15-17, Beekman Street and 
Water Street. This hospital, 
which has served many insurance men, 
now owns modern 7-story buildings with 
a frontage of 114 feet on Beekman 
Street and 56 feet on Water Street. 


ises at 
22()-222 


DOUBLE INDEMNITY 
“Gimme some insurance quick!” 
gasped a man, rushing into an insurance 
office. 


“UNdoing or SUNdoing” 
The Sun Indemnity is issuing a novel 
circular on plate glass called “UNdoing 
or SUNdoing.” It reads as follows: 


The UNdoing of Mr. UNinsured 

Calls up glazier No. 1 hopefully: “Hel- 
lo. This is Mr. U. My store front is 
broken and I want it replaced. Can you 
. . . ? What! Not for two weeks! 
You're too busy! All right—good-bye.” 

Calls up glazier No. 2 less hopefully: 
“Hello. xxxxxx. What! Your men are 
on strike!—Can’t get any help! All 
right—GOOD-BYE.” 

Calls up glazier No. 3 hopelessly: 
“Hello. xxxxx. Good! By the way, 
how much will it cost?) What! For One 
a of glass? Nothing doing! Good- 
sye.” 

Calls up glazier No. 4 angrily: “Hello! 
xxxxx. Does it really cost so much? 
Well—all right ; but I’m rather short just 
now. Can you—what!—you take only 
cash orders! Good-bye.” 

Calls up glazier No. 5 wearily: “Hel- 
lo. xxxxxx. You'll set it immediately 
and allow me a few weeks to pay you? 
Fine! Put it in immediate——What? 
You'll only replace at MY risk? Do you 
mean that if your men break the new 
plate putting it in 7 must pay for the 


glass and also for the labor? Good 
Night! What next!” (Bang) 
Soliloquizes sorrow fully: Be UNm- 


sured and sorry! 


The SUNdoing of Mr. SUNinsured 
Calls up Local Manager of The Sun 
Indemnity Company confidently : 


“HELLO: THIS IS MR. S.. MY 
STORE-FRONT IS BROKEN, WHEN 
CAN YOU REPLACE IT? RIGHT 
AWAY! GOOD! 

Soliloquizes cheerfully: Be SUNin- 


sured and safe! 


“What kind—life or fire?” queried the 
clerk, reaching for the blanks. 

“Both—little of each. I’m smoking a 
cigar my boss gave me and I’ve got a 
wooden leg.”’—The American Legion 


Weekly. 





CASUALTY 
INSURANCE 
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The Safety Engineers are men of experience and are 
capable of making practical mechanical suggestions 
tending to eliminate accidents, and for engineering im- 
provements which increase production. 
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Some Things The Maryland Inspectors 
And Safety Engineers Do 


HE inspection of The Maryland makes a break- 
down of machinery and a consequent shut-down 
of a plant less likely. 


The possibility of utilizing waste 
products is often discovered by the Safety Engineer. 


Safety suggestions frequently lead to a reduction in 


labor turnover. 


These things grow out of the efforts of The Maryland 
to prevent accidents and are for the benefit of the 


policyholder. 


Maryland Casualty Company 


BALTIMORE 





Home Office Buildings. 
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Retailers of insurance like retailers 
of dry goods or any other commodity 
can be lined up in two classes, those 
who specialize and those who sell 
complete lines. 


Some specialty shops are paying 
propositions but department stores 
do a far greater volume of business 
with correspondingly greater profits. 


Just so, the agent who confines his 
efforts to the selling of one or two 
classes of insurance is operating a 
specialty shop when he might be 
enjoying the profits of a department 
store business. 











rams 


Specialty Shop or 
Department Store 





Make fire insurance the mainstay 
of your business, but develop the 
department store idea and push such 
lines as Automobile, Windstorm, 
Sprinkler Leakage, Use and Occu- 
pancy, Rain, Rents, Tourist Baggage, 
Registered Mail and all the other 
profitable lines to be found in the list 
of coverages provided by The Home 
Insurance Company of New York. 


And remember that back of every 
one of these forms of insurance 
written by The Home is the indelible 
stamp of STRENGTH, REPUTA- 
TION and SERVICE. . 














Meee, 





Tc HOME Bt NEW YORK 
Elbridge G Snow President 
Organized 1853 Cash Capital #18,000,0 (0. 

































